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OPEN MARKET ACTIVITY: The trading room is the focal point (See page 38) 


This Month: 


DEVELOPING BANK EXECUTIVES by Harry V. Odle 


MERCHANDISING INSTALLMENT CREDIT by Fred M. Blossom 


THE HAZARD IN TODAYW’S MORTGAGE LOAN TERMS by Morton Bodfish 
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How to make 


Give your customers checks on 
Hammermill Safety — 
“The Best Known Name in Paper” 


The minute your tellers start reaching 
for checkbook fillers like these, it’s 
going to help your bank make a better 
impression—25 per book. These 
checks carry the best known name 
in paper—they’re on smooth-writing 
Hammermill Safety. 


ip 





and protect a good impression 


Every time one of your customers 
writes a check, he'll see the famous 
Hammermill Safety surface mark. 


Check after check, this emblem of 


quality will be a constant reminder 
that you overlook nothing to make 
your banking services completely 
satisfactory. 

How to protect that good impres- 
sion? It’s automatic with Hammer- 


= 
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mill Safety. The specially sensitized 
surface instantly shows up the tiniest 
alteration...visually safeguards 
deposits and depositors. 


Next time you order checks, 
remember that Hammermill Safety 
costs no more than other safety papers. 
Why not ask your printer or bank 
lithographer to show you samples of 


checks on Hammermill Safety today? 
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News Ticker 


Sirs: We are extremely well pleased 


with the reception given to a Dow Jones 
Broad Page News Ticker installed in 





our bank. It is the first bank installation 
in our state. 

This is a business and financial news 
service, similar to any news teletype, 
and is not a stock ticker, as some of our 
friends at first suspected. It gives us 
financial news as it occurs, on a direct 
wire from New York, just as if we were 
located in one of the larger market 
centers of the country. It reports on all 
markets: commodities, grains, livestock, 
the New York Stock Exchange, American 
Stock Exchange, and provides concise 
news about markets all over the world. 

It is surprising how many of our cus- 
tomers are interested in at least one or 
more of the markets and appreciate the 
flash news instead of having to wait for 
the next day’s newspapers. We also feel 
that the service is valuable to us here 
in the bank. 

W. D. MEACHAM, Exec. Vice-President, 

The First National Bank of El Dorado, 

El Dorado, Arkansas 
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Bank-O-Mat 


Sirs: We were very much interested 
in the night facility at the Highland 
Drive branch of Valley State Bank, Salt 
Lake City, described in your December 
issue. At the Richfield State Bank, Rich- 
field, Minnesota, of which I am a vice- 
president, we felt the need for 24-hour 
service several years ago and installed 
what we call a Bank-O-Mat. 

This is located in our front doorway 
which is recessed about three feet from 
the street. We cut out one of the win- 
dows at the side and mounted a stainless 
steel cabinet and desk arrangement with 
a night depository drop box. Above the 
counter is a cupboard for supplies. This 
space is entirely open to the elements 
about eight months of the year. 
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During the month of November, accord- 


ing to statistics from our auditor, 15 


per cent of the total bank deposits by 
count came through the Bank-O-Mat. 
This represented 4,570 deposits out of a 
total of 29,304 for the month. 

In addition to the Bank-O-Mat, which 
provides a drop only large enough for a 
thick envelope, we have a large chute 
on the opposite side of the entranceway 
and the traditional night depository. 
On the regular depository, we rent the 
service to commercial accounts at a fee 
of $12 a year and have approximately 
60 or 70 rental customers using it 
regularly. 

We have copyrighted the name Bank- 
O-Mat and did a little advertising, but 
most of the public sale has been done by 
word of mouth. It has been in operation 
three years and we are now planning a 
new building similar to that of the Valley 
State Bank. 

W. G. KIRCHNER, Assistant Secretary, 

The Independent Bankers Association, 

Sauk Center, Minnesota 
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Ride-up Service 


Srmrs: More than one drive-in patron 


of our Marine Office has taken his place 
in line, only to find the customer ahead 
of him a uniformed, gun-toting mounted 
policeman transacting his business from 





the saddle. The Marine Office handles 
much of the check-cashing, Christmas 
Club saving and deposit business of the 
mounted division of the Baltimore Police 
Department’s traffic unit. 

ROBERT O. BONNELL, Vice-President, 

Fidelity-Baltimore National Bank 

and Trust Company, 
Baltimore 3, Maryland 
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Bookkeeper Rotation 


Sirs: We thought you would be inter- 
ested in the plan we have devised for 
rotating bookkeepers under current con- 
ditions when it is impractical to follow 
systematic rotation and because of the 
number of trainees working on ledgers. 
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Once a month, but at different times of 
the month, the head bookkeeper and the 
auditing department set a date to take 
a trial balance. Each bookkeeper in this 
surprise move is given a ledger to run 
other than that regularly assigned to 
her. This is done after the day’s work 
and the department has been balanced. 

The auditing department has its per- 
sonnel on duty to supervise the work, 
the statement trays being set aside for 
reference by the auditors only. All errors 
and corrections are referred directly to 
the auditors, never to the bookkeepers. 
Corrections thus referred are made by 
the bookkeeping supervisors. The depart- 
ment control figures and the overdrafts 
are checked and verified by the auditors 
and head bookkeeper with the general 
ledger. 

This gives us a good monthly audit 
control. 

A. W. MITCHELL, Assistant Cashier, 

The Barnett National Bank, 

Jacksonville 1, Florida 


This is the profile of a bank 


OST OF THE TIME marble and 

steel disguise it. But after a 
visit or two to any bank you begin 
to see its true profile. 

It may be the face of a teller, a file 
clerk, a loan officer or—the presi- 
dent. Whoever it is, this much is 
certain—the profile of a bank is al- 
ways the face of the man or woman 
in the bank you know best. 

Why? 

Because banks are people. Tellers’ 
cages, vaults, iron gates—all the 
familiar symbols of banks — are 
nothing more than tools used by 


human hands to get the job done. 

Yes— banks are people. More to 
the point, they are conscientious 
professionals who see banking as a 
career rather than just another way 
to earn a living. 

To Mr. and Mrs. America this 
says, ‘* Your money (along with your 
country’s financial tradition) is in 
good hands.” 

It also means that the business of 
putting money to work— banking’s 
basic function—is administered by 
responsibie professionals with a keen 
sense of trade competition, and a 


highly developed awareness of cus- 
tomer service. 

These people are America’s banks. 
Bank buildings, however simple or 
ornate, are only their workshops. It 
is their humanness that transforms 
facades of marble and steel into faces 
of friendliness and warmth. 

Chase National Bank is proud of 
the part it is playing in American 
progress. 

* * & 
The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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TRENDS IN FINANCE 








Special Finance Plans 


A current phenomenon is the intro- 
duction of new time payment plans de- 
signed to aid in the promotion of spe- 
cific products or lines of business. Sales 
financing is apparently receiving in- 
creased recognition as a major sales 
weapon at the retail level. There are 
also innovations in the personal loan 
and industrial financing fields. 

Two business categories — hardware 
and carpeting —in which installment 
selling has been notably underdeveloped 
have taken newsworthy steps to correct 
the situation. 

A comprehensive manual that de- 
scribes the workings of a new Hardware 
Budget Plan, advance-announced last 
fall, has now been released by the Na- 
tional Retail Hardware Association. The 
manual, together with a companion pub- 
lication, “Instructions for Sales People,” 
will be used this year by some 5,000 to 
6,000 independent hardware stores in 
offering installment terms for the first 
time in the hardware industry’s history. 

Banks to furnish funds. The indi- 
vidual dealer is instructed by the man- 
ual to, seek funds from his local bank if 





A MANUAL OF 


OPERATING PROCEDURES 





prefered by marketing analyr section, national retail hardware association 











Copies offered to banks 


he is unable to finance the program 
himself. In seeking such bank coopera- 
tion, the dealer is advised that he will 
be asked by the bank to furnish a profit- 
and-loss statement, a balance sheet, and 
sometimes a personal financial state- 
ment. 

According to the outline of the plan 
in the manual, the dealer obtaining a 
loan from his bank will use the funds to 
buy additional merchandise to be sold 
on instalment terms. The dealer will 
establish his own credit system, handle 
the sales contracts, and issue payment 
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books. His customers will make pay- 
ments in his store, and collection activi- 
ties will become the dealer’s responsi- 
bility. 

Thus banking’s part in the program 
will be in making commercial loans to 
dealers who will extend the retail credit. 

Manual details complete. The hard- 
ware budget plan manual spells out in 
detail the sales, bookkeeping and collec- 
tion procedures required to set up and op- 
erate the instalment terms. 

The forepart of the book cites reasons 
why a dealer should enter instalment sell- 
ing, and points out how widespread the 
acceptance is of this type of selling in 
other retailing fields. 


The manual also explains how a dealer 


should handle various kinds of instalment 
sales (with and without trade-ins, etc.), 
how he should price merchandise, how to 
advertise and promote the plan; and how 
to figure out credit service charges, 
monthly payments, etc. 

Tables are provided to show credit 
service charges of 6, 8 and 10 per cent, 
and minimum monthly payments for 
varying amounts as well as maximum 
payment periods. 

Samples of necessary instalment sales 
records and forms are illustrated in the 
manual, which also informs the dealer 
that he can obtain all of the necessary 
forms from the association. 

Booklets available to bankers. The 
companion piece to the manual outlines 
the procedures of instalment selling in 
the hardware store, and tells employees 
how to handle all types of sales. Both 
the companion booklet and the manual 
itself are offered to bank officers without 
charge. Requests for the manual and 
booklet should be directed to Harry Har- 
lan, director of marketing analysis, Na- 
tional Hardware Retail Hardware Asso- 
ciation, 964 N. Pennsylvania Ave., Indi- 
anapolis 4, Indiana. 

For carpeting, too. A comprehensive 
time payment plan to aid in the sale of 
soft-surface floorcoverings has been an- 
nounced by Bigelow-Sanford Carpet 
Company, Inc., 140 Madison Avenue, 
New York 16. While developed and ad- 
ministered by Installment Sales Serv- 
ice Corporation, a subsidiary, the plan 
offers retail stores a complete service 
organized exclusively to finance soft- 
surfaced floorcoverings of all manufac- 
turers—not just Bigelow’s products 
alone. Initially, the plan has been mar- 
ket tested in the New York area only. 

Besides these industry-wide programs, 
individual companies have recently in- 
troduced time payment plans or innova- 
tions limited exclusively to their own 
products. 

Farm equipment. Liberalized credit for 
farmers buying new tractors and other 
farm equipment is now being offered by 
the Tractor and Implement Division, 
Ford Motor Company, through its Dear- 
born Motors Credit Corporation. The 
plan, effective January 7 through May 


31, gives farmers 34 months or 3-crop 
years to pay, in contrast to the usual 
limit of 12 to 24 months. It also features 
a minimum down payment of $555 for 
any one of five new model tractors, 
which in each case is below the custom- 
ary 40 per cent down payment for farm 
equipment. 

Radio and television. Many attractive 
features have been embodied in a new 
dealer inventory and sales financing 
plan being offered to local banks by 
Raytheon Manufacturing Company, Chi- 








DEALER FINANCE PROGRAM 











Liberal underwriting of risks 


cago, in the television and radio field. In 
announcing the plan, Vice-President 
Henry F. Argento asserts that “a serious 
effort has been made to eliminate the 
complicated restrictions of similar plans 
to which banks customarily object,” and 
there is a liberal underwriting of risks. 

Among the features designed to ap- 
peal especially to banks are the follow- 
ing: 

1. The agreement contains a complete 
manufacturers obligation to repurchase 
any repossessed merchandise, not just a 
certain percentage of merchandise fi- 
nanced, as in many plans. 

2. In financing dealer inventory, the 
bank is protected against fraud or con- 
version of financed merchandise and cer- 
tain other specified risks. It is protected 
against forged, invalid or fictitious paper 
in financing retail sales. 

8. Restrictions on the freedom of the 
bank and the dealer to negotiate their 
own terms are kept at what Raytheon 
calls an “absolute minimum.” 

4. With the additional security pro- 
vided by the Raytheon agreement, the 
bank is able to increase its volume of 
loans without proportionately increas- 
ing its risk of loss. 

There are also attractive provisions 
for Raytheon dealers and distributors. 
For example, the dealer can finance his 
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inventory requirements for a down pay- 
ment of 10 per cent for a period of at 
least 90 days. On a recourse basis he can 
obtain financing of his retail sales with- 
out holdbacks, while there is a 2 per 
cent reserve holdback under non-re- 
course financing. Distributors are ex- 
pected to like the Raytheon promise to 
pay 50 per cent of the amount due the 
bank on repurchased sets previously sold 
to the consumer. The distributor pays 
the remaining 50 per cent of the un- 
paid balance, and obtains title to the 
merchandise, which he can resell and 
retain the full proceeds of the sale. 

Air conditioning units. A further ex- 
ample of using a financial arrangement 
as a merchandising tool is found in the 
90-day Free Flooring Plan offered to 
dealers by Fedders-Quiggan Corpora- 
tion, Buffalo, manufacturers of room air 
conditioning units. The plan was limited 
to units ordered and delivered during 
January and February, : and was de- 
signed to enable Fedders dealers to dis- 
play the air conditioning equipment 
early in the year as a means of making 
more sales. 

The floor planning services of all 
banks and finance companies were wel- 
comed in the program, and Fedders dis- 
tributors cooperated with dealers in es- 
tablishing credit lines with local financ- 
ing institutions. A point stressed to the 
lenders was that the advance payment 
of interest for 90 days, as a non-refund- 
able flat charge, gave them the advantage 
of any liquidation of merchandise dur- 
ing the free flooring period, thereby 
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Revolving credit line idea applied to personal loans 


enabling them to increase their yield. 

A. B. A. program. Meanwhile, an Amer- 
ican Bankers Association committee 
under Charles E. Harmon, vice-presi- 
dent, Northwestern National Bank, Min- 
neapolis, has been organized to “study 
the relationship between banks and ap- 
pliance manufacturers and to meet with 








Perhaps. 


simply call, or write— 





Big help—in any business! 


That’s office equipment—from typewriters to electronic brains 
—a two billion dollar business that brings new speed and 
efficiency to industry each year. 


Good opportunity for investors? 


But to help you decide for yourself, we’ve just prepared a 
28-page report that makes rewarding reading for anybody 
interested in office equipment. 

The report begins with an objective review of the industry 
as a whole ... explores its past, present, and future . . . high- 
lights some of the more important problems and opportunities 
that bear directly on the business. 

Then it focuses in turn on each of 18 leading firms in the 
field ... gives you facts and figures on sales, earnings, dividends 
—plus a pretty fair idea of just where each company stands 
today—and might stand tomorrow. 

There’s no charge for this report, of course. 


If you’d like a copy of “THe Orrick Equipment INDUSTRY”, 


Watter A. ScHo.i., Department K-15 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
. Offices in 106 Cities 











manufacturers, looking toward the de- 
velopment of better arrangements for 
larger bank participation in appliance 
financing, both at the wholesale and 
retail levels.” 

The reported plan of operation of this 
A.B.A. group is to hold a series of meet- 
ings with the heads of the appliance 
companies, to discuss whatever financ- 
ing problems may exist. 

Revolving credit. Making news in the 
personal loan field is the First National 
Bank of Boston, which has come up with 
the idea of a revolving credit line like 
those established for commercial bor- 
rowers. Its copyrighted First Check- 
Credit Account works as follows: 

After obtaining the usual credit in- 
formation the bank works out with the 
customer an amount he would be able 
to pay each month, and the credit line 
is set at 12 times that amount. The in- 
dividual is supplied with 10 imprinted 
checks, and when he has occasion to 
borrows he fills out one of them. 

When the check reaches the bank, the 
customer’s credit line is debited by the 
amount used. A loan of the amount 
specified is set up, and charged inter- 
est of 1 per cent a month; there is also 
an additional charge of 25 cents for 
each check. 

The borrower pays nothing for the 
service until he begins to use it. Once 
he writes a check and a loan is set up, 
he starts to repay it the following month 
according to the schedule previously 
agreed upon. 

Plan is flexible. The borrower can re- 
pay the loan in full at any time, and 
interest stops. Or, he can add to the 
amount due on his loan, provided he has 
not already used his full credit line. 
Each month he receives a loan account 
statement. 

The First National points out that 
this method greatly simplifies for the 
customer the process of obtaining per- 
sonal finance. It visualizes the plan as a 
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—When You Have a Custodian Account at Bankers Trust 
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As a bank for bankers, next-door to 
several of the nation’s principal secu- 
rities trading markets, Bankers Trust 
is in an ideal position to offer unusu- 
ally detailed and complete Custodian 
Service. 


Your securities and those of your cus- 
tomers are given the same experienced 
guardianship as our own assets. It’s 
like having an operating unit in New 
York, handling your securities with the 
systematic vigilance you expect from 


your own staff: protecting their phy- 
sical safety, collecting income, super- 
vising purchase, sale, receipt and 
delivery. All your securities in our care 
are always under your control. 


Hundreds of out-of-town banks, cor- 
porations, institutions, insurance com- 
panies and similar organizations use 
our Custodian Service. Let us show you 
how it can work for you. Just call, or 
write to Bankers Trust at 16 Wall 
Street, New York 15, N. Y. 


BANKERS TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 








family credit service which can be used 
to pay taxes, take a trip, clean up obli- 
gations, provide Christmas funds, pay 
school tuitions, etc. The lending opera- 
tion is based on the borrower’s credit 
worthiness, rather than against merchan- 
dise or other security, and the bank 
does not plan to inquire into the purpose 
of the loans. 

In its installment lending operations 
the Boston institution has in the past 
shown a preference for making direct 
loans, rather than indirect loans to 
dealers, and a primary purpose of the 
First Check-Credit Account service is 
to bring more people into the 25 offices 
of the bank. 

A new approach to industrial financ- 
ing, in which repayment terms are 
geared to match the faster depreciation 
schedules of the present tax law in- 
stead of being in equal monthly install- 
ments, is currently being stressed by 
C.1.T. Corporation, a _ subsidiary of 
C.I.T. Financial Corporation, New York 
City. 

Under the “PAYD” (Pay-As-You- 
Depreciate) Plan, C.I.T. has stretched 
out its terms to match more nearly the 
useful lives of the eligible equipment. 
Thus maximum terms on construction 
equipment has been extended from three 
years to six years; on machine tools, 
from five years to ten years. The plan 
also covers such items as textile ma- 
chinery, and lift trucks. 

Normal downpayments sstill apply. 
The finance charge is 4.25 per cent 
multiplied by the number of years of 
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Private debt has grown almost as much 


in the past five years 


... as public debt grew 
during the war years 





























Private debt has mushroomed, but burden is minimized 


the term of the contract, and applied 
to the original unpaid balance of the 
cost of the equipment. 

Industrial equipment purchasers us- 
ing the C.I.T. plan will be able to pay 
for new machinery at substantially the 
same rate it can be depreciated, using 
depreciation reserves for the payments. 
While any of the currently-allowed de- 
preciation schedules can be followed, 
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CANADIAN INDUSTRIAL 


Businessmen who are interested in establishing or expanding 
Canadian industrial facilities might find it worthwhile to consult 
with the Industrial Development Bank, a wholly owned subsidiary 
of the Bank of Canada. 1.D.B. has wide experience in Canadian 
industrial problems and specialized knowledge of business prac- 
tices, markets and many other factors affecting the success of a 
Canadian venture. Should term financing be required for a 

plant and equipment of a type not available through regular | 
commercial channels on reasonable terms and conditions, |.D.B. 
may be able to suggest a practical answer. If you would like 
more information we suggest you communicate with: 


INDUSTRIAL DEVELOPMENT BANK 


Office of the General Manager 





MONTREAL, CANADA 























the PAYD program is especially tailored 
to the “sum of the digits’? method, the 
fastest permitted under the present tax 
law. Under this schedule, for example, 
73 per cent of the depreciable cost of 
a machine with a useful life of 10 years 
can be written off in the first five years. 

Terming the more liberal depreciation 
allowances a powerful incentive for in- 
dustry to modernize its equipment, Syd- 
ney D. Maddock, C.I.T. president, com- 
ments as follows on the PAYD plan: 
“This financing concept makes the re- 
lationship between the rate of payment 
for capital expenditures and deprecia- 
tion more realistic. We feel it is the 
most important development ever made 
in industrial financing.” 
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Debt: Too Big? 


During the decade that ended with the 
close of World War II, almost everyone 
was worried about a too-big public d:zbt. 
This worry has not died down completely, 
but increasing attention is now being 
paid to the mounting private debt. The 
statistical story of these two worries is 
shown in the chart above. 

This chart is based on figures of net 
debt. The Federal government debt is 
shown net of those amounts held in fed- 
erally administered trust accounts. State 
and local government debt is also shown 
on the same basis. Corporate debt is net 
of amounts held in sinking funds and 
does not include amounts involved in the 


| intercorporate relationships of corpora- 





tions controlled by common interests. 
Since individuals do not commonly “owe 
themselves” money, it is usually figured 
that net and gross individual debt are 
one and the same thing. 

$40 billion a year. During the past five 
years net debt has increased at a rate 
surprisingly close to $40 billion a year. 
Over 80 per cent of this increase has 
been accounted for by private interests: 
individuals and corporations. State and 
local government accounts for almost 
15 per cent; the federal government for 
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only about 5 per cent. The debt increase 
of corporations has been slightly greater Ft: 

than that of individuals, but they have re 
come close to a neck and neck race as 

indicated on the chart. 


Another way of looking at this increase 
is to compare it with the wartime in- CW 
crease. The recent increase in debt, pre- 


dominantly of a private sort, has been 
just about at rapid as the increase in net 
debt during the 1939-44 period which a 
included most of World War II. This, 

of course, is not a justification of public Business Trends 
debt growth; there is no natural reason 

why public debt should expect to match 


private debt. But this parallel of public 
and private debt growth furnishes an 


illustration of the comparative economic 
stimulation given to these periods by i W 
the spending of borrowed money. 


Burden of private debt. When singled 
out for separate examination, it is quite 
clear that the growth of private debt jn 
has been very rapid. With net private ffi d ¥ EK b 
debt at roughly $375 billion it is three O ere Fr ee to xecutives ‘A 
times its low of modern times in 1939. 


If the comparison is extended back, 
private net debt at present is about 


24rd times its 1929 level. Even with > . 
allowance for the growth in population mericah re | 
and changes in price levels, private debt 

is higher now than in 1929. Per capita 
private debt in 1929, in terms of 1954 
dollars, was less than $2,100; the com- 
parable figure now is more than $2,300. 


But although the dollar magnitude of Y. 





OUR copy of the 1955 edition of this famous chart is 
ready for mailing. All you need do is fill out and mail 
the coupon below, and you will receive this 45 inch, full 


net private debt has grown, its service— 
interest and repayment—has become 
less burdensome. Two great changes 
have taken place. First, the growth of 


productivity has increased our real eco- color graph that’s suitable for framing. It charts national 
nomic income. Second, interest rates . . . +s . 

, nsumer spending, business activity, stock price 
have declined. The burden of debt serv- areas bate ; P } 8 y> P : 
ice is therefore probably only about half trends, other vital business facts from 1796 to date. Mail 
its level in 1929. 

Still another bright aspect of the debt the coupon below, today. 


picture can be found. The nature of 
debt contracts has been greatly im- 
proved. Individual debts are much more - 
nearly on an amortized basis; the turn- A e C af t 
over of debt is not only more rapid but merican re I 
puts less burden on incomes. A similar 
improvement can be found in the corpo- in 
rate debt. Sinking funds and amortiza- | | ad t Cc 

tion arrangements have put it on a fs @emihi y Ompany 
sounder basis. The total debt may look 

big, but the ability to carry it has im- 


proved just about as rapidly. of New York 
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Upswing in Deposits 








Total deposits of all U.S. banks (in- MAIL THIS COUPON TODAY! 

cluding the $26 billion mutual savings : 

bank system) are estimated to have American Credit Indemnity Company of New York 

reached the $215 billion mark at the 1954 First National Bank Building, Baltimore 2, Maryland 

ee teks Ser as cone & goin ef over Please send me a copy of your 1955 Business Trends and Progress Chart 
Nearly $5 billion of this deposit in- 

crease was accounted for by the nation’s Name 

100 largest commercial banks. They held 

aggregate deposits of $85,206,636,256, up Company 

6.1 per cent from the previous year-end 

total of $80,274,917,929. Address 





A broad trend. How general the up- 
swing in deposits was in 1954 is seen in 











i Z Stat 
the fact that all but 34 of the top 300 | City aan oute 
banks showed gains, as compared with ¥ ‘~ 
their 1953 totals. 








The heavy merger trend of the past 
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year was behind some of the most spec- 
tacular position gains among the largest 
banks, including the following: Chemical 
Corn Exchange Bank, New York City, 
from 10th to 6th; First National Bank 
of Portland (Oregon), 34th to 21st; 
First Western Bank and Trust Company, 
San Francisco, 73rd to 26th; Industrial 
National Company, Providence, 82nd to 
5list; Connecticut Bank and Trust Com- 
pany, Hartford, 117th to 77th; American 
Fletcher Bank and Trust Company, In- 
dianapolis, 146th to 80th; and Fidelity- 
Baltimore National Bank and Trust 
Company, Baltimore, Maryland, 173rd to 
97th. 

In the billions. Aside from Chemical 
Corn Exchange, the only other gains in 
rank among the billion dollar banks saw 


Mellon National Bank and Trust Com- 
pany, Pittsburgh, move from 13th to 
12th; Bank of the Manhattan Company, 
New York City, rise from 16th to 15th; 
and American Trust Company, San Fran- 
cisco, up from 18th to 17th. 

Pronounced gains were chalked up by 
the Fidelity-Philadelphia Trust Com- 
pany, from 93rd to 68th; Franklin Na- 
tional Bank, Franklin Square, New York, 
127th to 89th; and Omaha (Nebraska) 
National Bank, 122nd to 99th. 

Republic National Bank, Dallas, 
jumped six places to 31st. Five place 
gains were tallied by Central National 
Bank, Cleveland, No. 45; Bank of Cali- 
fornia, N.A., San Francisco, No. 50; 
Crocker First National Bank, San Fran- 
cisco, No. 54; Riggs National Bank, 


Washington, D.C., No. 58; Michigan Na- 
tional Bank, Lansing, No. 66; American 
National Bank, Chicago, No. 73; Hart- 
ford (Connecticut) National Bank and 
Trust Company, No. 75. 


So e od 


All-Out Annual Meeting 
for Stockholders 


With issuance of additional capital 
stock and introduction of a new profit 
plan for employees being two important 
actions scheduled for approval at the 
annual shareholders meeting, the Cen- 
tral National Bank of Cleveland went 
all-out in staging an outstanding pro- 
gram. 

A record number of stockholders— 


Big banks have overall deposit gain; some have major increases due to mergers 








Deposits—Dec. 31, 1954 


Position Deposits— Dec. 31, 1954 Position 
1 Bank of America NT&SA....San Francisco....$8,270,534,751 51 Industrial Nat’l Co...............Providence... __.... 
2 National City Bank............New York.......... 5,639,188,380 52 Fidelity Union Trust Co....... Newark, N.J....... 
3 Chase Nat’l Bank..................New York...... .... 5,378,938,699 53 Nat’l Bank of Commerce......Seattle................ 
4 Manufacturers Trust Co....... New York.......... 2,801,859,811 54 Crocker First Nat’] Bank._..San Francisco... 
5 First Nat’l Bank.................... oo a 2,688,312,866 55 National Shawmut Bank...... Boeten...............- 
6 Chemical Corn Exchange Bk.New York.......... 2,624,475,494 56 Indiana Nat’! Bank.___...... ...._Indianapolis.___.. 
7 Guaranty Trust Co...............New York.......... 2,600,445,256 57 Whitney Nat’l Bank.............. New Orleans...... 
8 Continental Ill. N.B.&T.Co.Chicago.............. 2,476,975,255 58 Riggs Nat’l Bank....................Wash., D.C... 


9 Bankers Trust Co...................New York.......... 2,028,542,721 59 City Nat’l Bk. & Tr. Co........Chicago.............. 
10 Security-First Nat’l Bank. _Los Angeles........ 1,947,398,617 60 Firet Nat'l Bank...........:......2 Cincinnati.......... 
11 National Bank of Detroit......Detroit._.............. 1,692,153,216 61 Citizens N. T. & Svgs. Bk.....Los Angeles...__... 
12 Mellon Nat’! Bk. & Tr. Co. .Pittsburgh.......... 1,620,076,481 62 First Nat'l Bank.................- Minneapolis ___.. 
13 Hanover Bank...:...................ew York.......... 1,590,583,753 63 Citizens & Southern Nat’l Bk. of Georgia _.... 
14 First Nat'l Bank.................... ee 1,570,794,242 64 Wachovia Bk. & Tr. Co._..Winston-Salem.. 
15 Bank of the Manhattan Co...New York.......... 1,479,558,213 65 Ohio Nat’l Bank.................... Columbus............ 
16 Seving: Teust: Co... .... c..cccccc New York.......... 1,406,781,695 66 Michigan Nat’l Bank........_... Lansing. ............ 
17 American Trust Co............... San Francisco.... 1,337,122,966 67 Fircet Nat'l Bank................:..2 Atlanta._._............ 
18 Cleveland Trust Co...............Cleveland_........... 1,292,491,698 68 Fidelity-Philadelphia T. Co. Philadelphia...... 
19 Philadelphia Nat’l Bank..._Philadelphia......0 874,950,364 69 Valley Nat’l Bank............... Phoenix.............. 
20 Anglo California Nat’l Bk....San Francisco.... 849,710,185 70 Savings Banks Trust Co...._.. New York.......... 
21 First Nat’l Bank....................Portland, Ore..... 784,731,426 71 Pivdt Wet) Beaee...................2 Be. Peee....... 2. 
22 Pennsylvania Co. for B&T ....Philadelphia......0 756,137,413 72 Nat’l Bank of Commerce...... Houston.............. 
23: New York Trust Co...............New York.......... 751,495,215 73 Amer. Nat’l Bk. & Tr. Co.....Chicago.............. 
24 Seattle-First Nat’l Bank... ..Seattle................ 748,863,603 74 Mfgrs. & Traders Tr. Co... Buffalo.._............. 
25 United States Nat’l Bank._..Portland..._......... 748,300,329 75 Hartford Nat’] B. & T. Co... Hartford. .......... 
26 First Western B. & T. Co....San Francisco.... 745,503,158 76 City Nat’l Bank.__.__..............Houston, Tex..... 
27 J. P. Morgan & Co. Inc.......New York.......... 744,600,064 77 Connecticut Bk. & Tr. Co.....Hartford.... ..._.. 
26 Viret Nat'l Bank.................:.. _ | ae 735,892,571 78 Toledo Trust Co............:.4....2 ae 
| a 735,431,363 79 Farmers & Merchants N. B...Los Angeles........ 
30 Northern Trust Co.._............. COCR EO... .. 2 ccessass 711,001,626 80 Amer. Fletcher B&T Co. _.... Indianapolis... 
31 Republic Nat’l Bank._....... — See 706,262,786 81 Union Planters Nat’l Bank _.Mempbhis............ 
32 Harris Trust & Savings Bk...Chicago.............. 689,247,401 82 Bank of the Commonwealth Detroit... 
33 National City Bank.............. Cleveland .._........ 649,385,945 SS Piret Nat'l Dank.................... Birmingham...... 
34 California Bank........ eekete ...Los Angeles........ 632,241,182 84 Mercantile Nat’l Bank... TE 
35 First Wisconsin Nat’l Bk... Milwaukee.......... 617,719,303 SS Fit Wat! Peek.................. Houston.............. 
36 Marine Tr. Co. of W. N.Y.....Buffalo................ 606,710,011 86 Lincoln Rochester Tr. Co.....Rochester._........ 
37 Girard Tr. Corn Exch. Bk.....Phialdelphia....... 587,981,790 87 Fifth Third Union Tr. Co.....Cincinnati.....___. 
38 Mercantile Trust Co............. St. Louis............. 582,178,067 88 First Nat’l Bank.................... Baltimore, Md... 
39 Manufacturers Nat’! Bank.__Detroit............___. 579,649,588 89 Franklin Nat’l Bank... Frank. Sq., N.Y. 
40 First Nat’l Bank............. eer New York.......... 556,493,645 90 Second Nat’l Bank............._.. Houston.............. 
41 Peoples First N. B. & T. Co. Pittsburgh.......... 539,847,259 91 First Nat’l Bank.................... Kansas City,Mo. 
42 First Nat’l Bank.................... St. Louis............. 534,749,222 92 Rhode Island Hosp. Tr. Co...Providence.__.__. 
43 Public Nat’l Bk. & Tr. Co.....New York.._....... 507,490,150 93 First Nat'l Bk. & Tr. Co.......Tulea.............:.... 
44 Wells Fargo Bank.................. San Francisco.... 498,024,631 94 County Trust Co................... Wh. Plains, N.Y. 
45 Central Nat’l Bank................ Cleveland__......... 473,812,601 95 First Nat’l Bk. & Tr. Co.......Oklahoma City.. 
46 Bank of New York................ New York.......... 472,264,424 96 Fort Worth Nat’l Bank......_.Fort Worth........ 
47 Commerce Trust Co..___.......Kansas City....... 454,707,795 97 Fidelity-Baltimore Nat’l B. & T. Co., Md....... 
48 Northwestern Nat’l Bank.....Minneapolis..... 448,049,065 98 Union Bank & Trust Co....... Los Angeles........ 
49 Marine Midland Trust Co....New York........... 443,503,700 99 Omaha Nat’! Bank............ MI i asics actioias 
50 Bank of California N. A......San Francisco..... 441,300,826 100 Nat’l Bank of Tulsa.............. Oklahoma__..._.... 


440,597,263 
433,908,031 
430,957,379 
429,713,076 
406,301,063 
405,173,111 
403,918,376 
402,608,271 
402,138,964 
401,734,779 
400,820,469 
394,293,941 
388,920,559 
364,032,962 
353,085,284 
348,934,051 
344,545,026 
340,697,613 
340,355,378 
340,237,153 
339,924,265 
331,000,774 
326,360,899 
324,056,728 
323,323,686 
332,207,202 
321,643,600 
311,814,726 
310,659,553 
310,384,366 
309,404,848 
308,368,554 
307,395,409 
307,004,332 
301,783,400 
300,438,355 
298,367,149 
280,544,433 
278,763,838 
272,087,291 
270,011,316 
266,237,431 
265,322,548 
263,228,797 
262,543,036 
260,299,727 
252,722,207 
252,349,767 
252,005,224 
248,939,381 
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An illustrated follow-up 


more than 700—turned out for the occa- 
sion, which was held in the Hotel Statler. 

President Loring L. Gelbach, in re- 
porting on 1954 operations and the 
bank’s progress during the past decade, 
used colored slide films to picture the 
substantial gains in deposits, loans, in- 
come, and gross operating profit. 

A panel of four vice-presidents con- 
sisting of Senior Vice-President J. M. 
Killpack, H. R. Harris, R. C. Huelsman 
and A. C. Knight then answered ques- 
tions for shareholders. 

Following luncheon at the hotel, 350 
of the shareholders were taken by bus to 
the main office to tour the bank. 

Subsequently, a report of the annual 
meeting was sent to each of the stock- 
holders, reproducing the charts dis- 
played, summarizing actions taken at the 
business session, picturing highlights of 
the day, and covering the replies of the 
bank officer panel to stockholder ques- 
tions. 


* a & 


Bankers “*Go to School’”’ 
on Tax Problems 


One bank that has not only made an 
intensive study of the new Federal In- 
come Tax Code as it applies to its own 
operations, but also has shared its knowl- 
edge with representatives of correspond- 
ent banks, is The Bank of New York. 

This Manhattan institution maintains 
a tax department headed by Assistant 
Vice-President Karl A. Simson. He ex- 
plains that shortly after enactment of 
the 1954 code, it became apparent that 
the changes were far-reaching. To sim- 
plify the task of familiarizing the tax 
staff with these changes, the problem was 
divided among members of the depart- 
ment. Each individual was assigned some 
part of the subject matter; it was his 
duty to review the old law and sum- 
marize the changes. 

The composite summary of _ these 
changes and the outline of a lecture were 
then prepared and circulated in the tax 
department, and also among members of 
the trust and investment departments. 
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“We like doing business 
with the Royal”’ 














Canada’s largest bank can help find the 
answers to your customers’ questions 
about business in Canada. We provide 
American bankers with assistance in 
securing information on sales, 
manufacturing, financial and production 
opportunities. You can obtain this 
assistance by writing: Business Develop- 
ment Dept., at Head Office in Montreal. 


Over 800 branches in Canada, the West Indies, Central and South America, 
New York, London and Paris. 


THE ROYAL BANK 
OF CANADA 


HEAD OFFICE: MONTREAL 
New York Agency— 
68 William Street, New York 5, N.Y. 


Canada’s Largest Bank 


















Following this, two meetings a week were 
held for a period of over two months, at 
which time the tax accountant lectured 
to the 26 members of the bank’s regular 
tax staff and to interested persons from 
other departments. This approach was 
so successful that it was decided to ex- 
tend the scope of the meetings to include 
tax specialists from correspondent banks. 

The two all-day sessions held for out- 
side bankers were short on formal talks 
and long on practical consideration of 
problems at the operating or “grass 
roots” level, as applied to trusts and es- 
tates. Each participant was issued a 
booklet containing trust definitions, a 
blank tax form, and a set of problems. 
Using the schoolroom technique of the 
blackboard, these problems were then 
worked out by the leaders of the session 
and by those in attendance. 

The program represents another ex- 
ample of the unusual degree of helpful 
cooperation to be found in the American 
system of correspondent banking. 
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Outside Capital Flows 
into Canada 


Rarely a day goes by when Canadian 
news does not contain an announcement 
of another United States, British or 
European company or syndicate putting 
capital into a Canadian investment. 
Outside capital continues to flow into 
Canada to purchase Canadian securities, 
apartment houses, factories, Canadian 








Bank officers have blackboard session on tax questions 


concerns of all types, to invest in natural 
resources development or to open Cana- 
dian branch factories and investment 
offices. 

Direct investment in Canadian enter- 
prises by outside capital in the first 
nine months of 1954 amounted to $220,- 
000,000, according to figures from the 
Dominion Bureau of Statistics, Ottawa. 
These direct investments were mostly 
for the development of natural resources, 
60 per cent of the total being for develop- 
ment of the oil industry, 30 per cent in 
the mining industry, and 10 per cent 
for manufacturing and other enterprises. 

Investment trusts. In the past year 
United States-owned investment trusts 
have been formed to specialize in Cana- 


dian security holdings. It is estimated 
that over $100 million has been raised 
by a number of these investment trusts 
(including Canada General Fund, United 
Funds Canada Ltd., and Scudder Fund 


of Canada). Others are understood to 
be in formation stages to further in- 
crease the demand for Canadian 
securities. 


Also witHin the past year there has 
been an increasing demand by United 
States interests in Canadian land and 
building holdings. Numerous office build- 
ings in larger cities, apartment houses, 
shopping centers and housing develop- 
ments, are being purchased as invest- 
ments or for development by United 
States capital. Branches of United 













Increased income 


for your bank through 


Home Improvement Loans 7 
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$1,108,000,000 









Source of oe Bulletin No. 1146, U.S. Dept. 
of Labor, Bureau of Labor Statistics, showing 
major additions and alterations in private con- 
struction, residential building (non-farm). 


Protected Loans 








Inereased Income 


The ABA’ Instalment Credit Commission has urged banks 
to set up their own modernization loan programs. 

By setting their own conditions and terms, and adjust- 
ing rates to the size and type of loan, banks enjoy greater 
profits. They also enjoy freedom from restraining regula- 
tions, and can dispense with government forms and the 
need for following changing rules and interpretations. 


OLDIREPUBLIC 





SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 






Under this plan a bank is free to set up its own insurance 
protection for the home owner, about whom much has 
been said but little done. Old Republic’s representatives 
know the consumer credit field. They deal with it every 
day. They know the application of credit life insurance 
to the consumer credit field, and they have available for 
the banker the specially tailored rate charts, advertising 
materials and other tools which make for a quicker, easier 
selling job. Old Republic operates in all states. 


James H. Jarrell, President 


CREDIT LIFE INSURANCE COMPANY 
HOME OFFICE: 307 N. MICHIGAN AVENUE, CHICAGO 1, ILLINOIS 
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States chain stores are increasing in 
Canada, and other American retail and 
service firms have opened subsidiary 
companies north of the international 
border. Canadian securities, including 
those payable only in Canadian funds, 
have been bought in increasing volume 
by United States citizens. 

British interest. The lifting of ex- 
change restrictions in Great Britain and 
western European countries in the past 
two years has seen a sudden increase in 
the inflow of capital from across the 
Atlantic. British manufacturers of all 
types are opening up Canadian branch 
plants, with largest investment being in 
the aircraft industry. Investment bank- 
ing houses, engineering and construction 
firms with world-wide experience, are 
now also to be found in Canada to take 
part in natural resources developments 
in base metal mining, forestry industries, 
petroleum, and handling some of the 
big construction jobs underway through- 
out Canada. Figures for 1952 showed 
total British investments in Canada 





amounting to $1,886,000,000, to which | 


must be added close to $200,000,000 of 
direct investments in the past two years, 
based on British and Canadian govern- 
ment and individual company reports. 
Also western Europe. Similarly, west- 
ern European countries have joined the 


rush to invest in Canada. While official | 


figures for the end of 1952 showed about 
$500,000,000 of other than U.S. and 
British investments in Canada, since 
then many western European manufac- 
turing firms have established branches 
in Canada, a Netherlands bank has 
opened a Canadian commercial banking 
company (Mercantile Bank of Canada), 
and Belgian and Swiss investment bank- 
ing firms have begun operations in 
Canada, including the financing of hous- 
ing and industrial developments. West 
German interests have begun to take 
part in the natural resources develop- 
ment, especially in such categories as 
base metals and fishing. 
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Is the Stock Market 
at a Dangerous Level? 


A big question confronting institu- 
tional and individual investors alike these 
days is whether the stock market, having 
experienced one of the most prolonged 
advances on record since September, 
1953, is now unrealistically or dangerous- 
ly high. 

In their well-known business bulletins 
last month, both the National City Bank 
of New York and the Cleveland Trust 
Company took an analytical look at this 
question, which has become front page 
news with the boost in margin require- 
ments and the forthcoming study of the 
market’s behavior by the Senate Banking 
and Currency Committee. 

Historical relationships. Both banks 
presented historical comparisons to 
show the relative position of stock prices 
at this time, and the charts on page 12 
were taken from the two analyses. 

Cleveland Trust has diagrammed the 
trend of stock prices in relation to divi- 
dends, and the yields on stock as against 
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CAN MAKE 


A BANK LOAN SAFE! 


Here’s how your bank can make more 
loans, earn more profit and keep cus- 
tomers more contented! 

When a prospective borrower wants 
more cash than you can lend on a non- 
secured basis, suggest a loan on inven- 
tory (it can be almost any product 
from coal to canned goods). Under the 
Douglas-Guardian Plan, we issue field 
warehouse receipts to you without mov- 
ing the merchandise from the borrower's 
premises. 

Result: You make the loan with collat- 
eral and without risk; your customer gets 
the money he needs; your bank makes 
a friend as well as a profit. 


You Make The Loans — We'll Make Them Safe 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


“The Bankers’ Field Warehouse Company” 


NEW ORLEANS I, La., 118 North Front St. 
NEW YORK 4, N. Y., 50 Broad St. 
CHICAGO 2, IIl., 173 W. Madison St. 
DALLAS I, Texas, Tower Petroleum Bidg. 
SPRINGFIELD, Mo., McDaniel Bidg. 
DETROIT 26, Mich., Penobscot Bldg. 

LOS ANGELES 14, Calif., Garfield Bldg. 
SAN FRANCISCO 3, Calif., 785 Market St. 


and I7 other convenient nation-wide offices 
















FOREIGN 


You may open commercial letters of 
credit for your customers through 
Public National, transmit funds to all 
parts of the world, and buy and sell 
foreign exchange and foreign currency. 
We also will handle your foreign col- 
lections and furnish up-to-date infor- 
mation on trade possibilities and cur- 
tent conditions of foreign markets. 
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Historical comparison in monthly letter, National City Bank of New York 


Current ratio is still below bull market highs of 1937, 1946 

















Keystone 
Custodian Fu nds 


with 
the investment objectives of 


RESERVES: Series B-1 


INCOME: Series B-2, B-3, 
B-4, K-1, S-1, S-2 


GROWTH: Series K-2, S-3,S-4 





Keystone Fund 
of Canada, Ld. 


A fully ged Canadi 
Investment Company seeking 
long-term CAPITAL GROWTH 

and certain TAX BENEFITS 

under Canadian Laws 





The Keystone Company 
50 Congress Street, Boston 9, Mass. 
Please send me prospectuses as checked: 
O Keystone Custodian Funds 
0) Keystone Fund of Canada, Ltd. 
Name.. 
Address . 














those on bonds. It noted that in Decem- 
ber, 1954, stock prices were 22.4 times 
their dividends, which is considerably 
higher than the 16.1 ratio of September, 
1953, and also above the 30-year average 
of 17.2. However, the December figure 
was exceeded in 1929, 1936 and 1946. 

A second portion of the Cleveland 
Trust chart shows that in December, 
1954, common stock yields were 1.55 
times as much as high-grade corporate 
bond yields, as against a 3.05 ratio in 
1949 and 1.91 in September, 1953. The 
lowest ratio on the chart was in 1929 
when stocks yielded less than bonds. The 
30-year average ratio is 1.65. 

Price-earnings ratio. The National City 
Bank chart shows that at the January, 
1955 peak the Dow-Jones industrials 
were selling at about 14% times esti- 
mated ’54 earnings. How substantially 


investors have altered their ideas of 
stock valueg is disclosed by comparison 
of that ratio with the price-earnings 
ratio of 9.4 at the stock market low in 
1953, and the 6.9 ratio in 1949. 

However, it will be noted from the 
chart that the January ratio still is be- 
low those at the bull market highs in 
1937 and 1946, and is far from the ’29 
level when the Dow-Jones average stood 
at over 19 times annual earnings. 

National City concludes that while cur- 
rent market evaluations appear statis- 
tically to be on the optimistic side, when 
measured by past relationships they do 
not appear to have gone to extremes as 
yet. “If concern is warranted,” the bank 
adds, “it is more over the rate at which 
stock market prices and stock market 
credit have been rising than over the 
actual levels so far attained.” 


Relationships are less favorable, but still not extreme 


Charts from business bulletin, Cleveland Trust Company 
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Aanaal Famont 


* THE HOME * 
Susurence Company 


FIRE . AUTOMOBILE . MARINE 


and THE HOME INDEMNITY COMPANY 









Balance sheet of THE HOME INSURANCE COMPANY December 31, 1954 


ADMITTED ASSETS LIABILITIES 














































United States Government Bonds - $ 81,571,962.52 Reserve for Unearned Premiums . . . . $175,675,958.00 
Other Bonds . ; 94,561,406.92 Unpaid Losses and Loss — « « « 43,281,009.63 
Preferred and Common Stoc he; ‘. 199,039,024.72 Taxes Payable. . . + +e 5,675,000.00 
Cash in Office, Banks and Trust Companies 23,895.857.61 Reserves for Reinsnrance 0 ie eee 1,810,986.40 
Investment in The Home Indemnity Dividends Declared. . . . «2 2 « 2,000,000.00 
Company . 20,031,763.00 Gilt Ligne oe 2 tS Oe 4,647.561.32 
Real Estate . ‘ 7,169,468.45 Total Liabilities. . . 2. « «6 « « $233,090,515.35 
Agents’ Balances or Uncollected Premiums, Capital "he vol We ae Se se 20,000,000.00 
less than 90 days due 21,077,696.08 Surplus : rie 199,512,217.57 
Other Admitted Assets 5,255,553.62 Surplus as Reonele Policyholders . $219,512,217.57 
Total Admitted Assets - $452,602,732.92 Total . oe ae $452,602,732.92 

































NOTE: Bonds carried at $5,936,585.11 amortized value and cash $82,500.00 in the above balance sheet are deposited as required by law. All securities have been 
valued in accordance with the requirements of the National Association of Insurance Commissioners. 


Bataan 
alias Steere 


Siedea sabadtak: THE HOME INDEMNITY COMPANY December 31, 1954 
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: 
a 
e ADMITTED ASSETS LIABILITIES 
# United States Government Bonds . . . $ 20,981,611.72 Reserve for Unearned Premiums . - « $ 17,408,676.00 
| @ier Bemis 17.898.690.96 Unpaid Losses and Loss — +» « 22,011,128.00 
cit Cael ak cman Wiis So pom, Taxes Payable. . . . Piha cee ae 770,000.00 
© Preferred and Common Stocks - © « « 14,322,398.00 Rensune ter Mebane... haa 52,606.00 
Cash in Office, Banks and sas ape ne Oller SAG i. a 6 0 0 oe eo 176,444.17 
Trust Companies. . . e+ ee 2,141,817. Total Liabilities . . . . « . . $ 40,418,854.17 
Agents’ Balances or Unc -ollected Premiums, Cen. sc saa ok eee 1,500,000.00 
less than 90 days due 4,184,519.99 Surplus . . . sy" _18,547,998.63 
Other Admitted Assets 937,814.99 Surplus as eer Policyholders . $ 20,047,998.63 
Total Admitted Assets . $ 60.466,852.80 ee. se ee as . $ 60,466.852.80 
NOTE: Bonds carried at $1,105,000.00 amortized value in the above balance sheet are deposited as required by law. All securities have been valued in accord- 
ance with the requirements of the National Association of Insurance Commissioners. 
SRR SS ERE 





Haroip V. Smitu, Chairman of the Board 


DIRECTORS OF THE HOME INSURANCE COMPANY 


Cuampion McDoweE tt Davis 


KENNETH E. Buack, President 


Lewis L. CLARKE Harotp H. Herm Boykin C. Wricut Lou R. CRANDALL 


Banker President, President, Shearman & Sterling President, 
Chemical Corn Exchange Atlantic Coast Line & Wright George A. Fuller Co. 
Harowp V. Suirx Bank Reiivesd Go. Kenneru E. Brack 


Leroy A. LINcoLN 
Chairman of Board, 
Metropolitan Life 
Insurance Co. 


Chairman of the Board President 


LEONARD PETERSON 
Vice President 


Cuar.es A. LoucHin 
Vice President & 
General Counsel 


Warren S. JoHNSON 
Investment Counselor, 
Peoples Savings 
Bank & Trust Co. of 
Wilmington, N.C. 


Freperick B. ADAMS 
Chairman of 
Executive Committee, 
Atlantic Coast Line 
Railroad Co. 


Hersert A. Payne 
Vice President & Secretary 


J. Eowarp Meyer 


Ivan Escott 
New York City 


Tuomas J. Ross 
Senior Partner, 


Henry C. Brunie Ivy Lee and T. J. Ross 


Percy C. Mapeira, Jr. Sesetiean President, 
Rosert W. Dow inc Chairman of Supive Tro Co. Henry C. Von Em Cord — Development 
Section Executive Committee, Honorary Chairman ompany 


Tradesmens Land Title Bank 


of Board, 
& Trust Co. 


City Investing Co. Manufacturers Trust Co. 


Artuur C. Basson 
Vice President, 


Babson’s Reports, Inc. 


Rosert G. Gorter 
Real Estate 


Harsin K. Park 
Chairman of Board, 
The First National 
Bank of 
Columbus, Ga. 


MAIDEN LANE, 


Georce Gunpb 
President, 
The Cleveland Trust Co. 


Ear G. Harrison 
Schnader, Harrison, 
Segal & Lewis 


HOME OFFICES: 59 


Joun M. FRANKLIN 
President, 
United States Lines Co. 


NEW YORK 8&8, N.Y. 


March, 1955 13 








No red tape—no costly delays— when you 
use Bank of America’s statewide system of 
550 branches for direct routing of collection 
and remittance items. Cash letters may be 
sent directly to any one of the 330 Cali- 
fornia communities in which this bank is 
located and your account credited the same 
day they are received. This reduces float. It 


Bank of America 


NATIONAL ZRYSTAN2 ASSOCIATION 
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Pageantry marks the opening of Salinas’ famed 44-year old rodeo 


Get to know...the bank that knows California 





also means rejected items, returned directly 
by the branch, reach you days ahead of 
items traveling through usual channels. 
To inquire about this unique correspon- 
dent service, write Corporation and Bank 
Relations Department, Bank of America, 
300 Montgomery Street, San Francisco 
or 650 South Spring Street, Los Angeles. 
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Future of Trust Business 


High prospects for the expansion of 
trust services in coming years were held 
forth by leading authorities at the an- 
nual Mid-Winter Trust Conference of 
the American Bankers Association held 
last month in New York City’s Waldorf- 
Astoria Hotel. Each year the attendance 
by leading executives of banks and trust 
institutions at this conference grows 
larger. This year more than 2,000 dele- 
gates were on hand to exchange their 
experiences in and opinions on various 
phases of the trust business. 

Healthy climate. In a speech entitled, 
“The Forward Climate for Trust Busi- 
ness,” George C. Barclay, president of 
the A.B.A.’s trust division, and vice- 
president of the City Bank Farmers 
Trust Company of New York City, ana- 
lyzed the principal factors behind the 
favorable climate for the growth of the 
trust business. Comprising the first of 
these factors, he said, are the various 
projections related to the growth of 
population, employment force, number of 
households, gross national products, etc., 





George Barclay, president, trust division 


He predicts trust expansion 


all of which point to possibilities for 
trust expansion. Although, he added, 
these projections are only as good as the 
assumptions on which they are based, in 
general they seem to indicate the prob- 
ability of a steady and prosperous econ- 
omy ahead. 

The other factor cited by Mr. Barclay 
was the estimate that personal savings 
in the future will continue to increase in 
terms of volume. He pointed out that 
in the past fifteen years the overall sav- 
ings deposit increase was approximately 
$71 billion, and the increase in life in- 
surance in force has been $127 billion. 
“IT do not foresee much trust business 
emanating from time and savings depo- 
sits,” he explained. “The factor is im- 
portant to mention only because it seems 
to indicate a continuation of the psy- 
chology of thrift on the part of the peo- 
ple of the country. A continued increase 
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Attendance included leading bank and trust company executives 


Part of the 2,000 registered at the Mid-Winter Trust Conference 


in the amount of life insurance in force, 
however, will be a distinct advantage to 
the trust business because a great many 
policy holders are going to find that they 
are building very decent estates in this 
fashion, and that the services of our in- 
stitutions will be needed for both plan- 
ning and administration.” 

Middle-income families. Speaking in 
a similar vein, Homer J. Livingston,, 
president of the American Bankers As- 
sociation, and president of The First Na- 
tional Bank of Chicago, predicted that 
a steadily growing demand for trust 
services will come with the expansion of 
business and industry during the decade 
to come. Of outstanding importance, he 
said, are the opportunities opened up to 
American industry by the enormous in- 
crease in middle-income families and 
their needs. He pointed out that the 
number of families with incomes of more 
than $5,000 annually—over 17 million— 
has increased more than 900 per cent 
since 1941. 

“The substantial increase in the rela- 
tive and absolute number of families in 
the middle-income brackets,” said Mr. 
Livingston, “is one of the most impor- 
tant social changes in this generation. 
Income distribution has undergone revo- 
lutionary changes during the last twenty 
years. More families have more insur- 
ance, more income, and more wealth; and 
they have more need for trust services. 
Visualize what this income distribution 
and these large savings mean in the 
planning of estates! Our progress in 
raising the average income level of our 
families justifies the expectation that 
our trust services will find enlarged op- 
portunities in the years ahead.” 

Sales problems. With new opportuni- 
ties come new responsibilities and prob- 
lems in the trust business. This was the 
keynote of a talk by William O. Heath, 
vice-president, Harris Trust & Savings 
Bank, Chicago. Trust men, Mr. Heath 
said, must learn the psychology of sell- 
ing as applied to their business. “Within 


the bank,” he continued, “we must edu- 
cate and seek the cooperation of our as- 
sociates, for it is they who can lead 
business to the trust department through 
the least expensive route. Moreover, 
trust men must use the simple device 
of competition for new business credit, 
and we must demonstrate that trust de- 
partment cooperation is not a one-way 
street. We must make the business at- 
tractive to career men and women and 
hold on to those who are qualified when 
we get them.” 

Outside the bank, Mr. Heath continued, 
trust men by their deeds and cooperation 
must gain the confidence and support of 
the legal fraternity. Second, trust wares 
must be displayed and made needed and 
available, like the suit of clothes and the 
automobile. Finally, in their new busi- 
ness activities, trust men must always 
remember that retention selling is just 
as important as the original sale. 
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N.A.B.A.C. Plans Regionals 


Interesting, factual programs built 
around the latest developments in bank 
operations, audit and control have been 
planned for the regional conferences of 
the National Association of Bank Audi- 
tors and Comptrollers to take place in 
April and May. The planning commit- 
tees have placed special emphasis on 
programs designed to encourage a wide 
audience participation and the exchange 
of ideas. At the same time, the tight 
working schedules of the meetings have 
been broken up with plans for relaxa- 
tion, including special entertainment for 
the members’ wives. 

6th Southern Regional. The first of the 
four meetings will be the Southern Re- 
gional conference to be held at the 
Broadview Hotel in Wichita, Kansas, 
April 3-6. A four-day meeting that prom- 
ises to be outstanding has been planned 
by the committee headed by General 
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Salt Lake City Regional Conference Committee 


Wichita Regional Conference Committee 





French Lick Regional Conference Committee 


N.A.B.A.C. plan groups have emphasized wide audience participation for this year’s meetings 


Chairman W. N. Male, vice-president of 
the Fourth National Bank in Wichita. 

Besides the talks by several outstand- 
ing speakers, a feature of this meeting 
will be the separate sessions for the 
delegates from small banks and those 
from large banks. At the small bank 
session, prominent speakers will discuss 
internal controls and directors’ exami- 


nations by outside C.P.A.’s. A panel will 
also be held to discuss small banking 
operations. Special subjects for the 
large bank session include trust audits, 
bank costs and electronics accounting as 
applied to banks. 

6th Northern Regional. The second in 
the 1955 series of N.A.B.A.C. regional 
meetings will be the 6th Northern, April 





SEATTLE 


Coast states. 





SAN FRANCISCO - 


West Coast coverage 
with ove bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this ninety year old bank 
is long-established in its area—thoroughly acquainted with area 
needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


MARTINEZ + PORTLAND + SEATTLE + TACOMA 


Member Federal Deposit Insurance Corporation 
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17-20, at the French Lick Springs Hotel, 
French Lick, Indiana. The committee 
planning this meeting is under the gen- 
eral chairmanship of Carl L. Tewksbury, 
vice-president, Fort Wayne (Indiana) 
National Bank. 

The speakers’ roster for this meeting 
is also studded with the names of bank- 
ing officers and other speakers who are 
recognized experts in their respective 
fields. Their subjects will cover a wide 
variety of timely matters of importance 
to bank auditors and comptrollers. These 
include new methods in bank operations, 
check collections, trust audits, electron- 
ics in banking, installment loan audit 
and control, verification programs as 
applied to all banks, and tax planning 
to increase a bank’s net income. 

20th Eastern Regional. On April 24-27 
the third of the regional meetings, the 
20th Eastern, will be held at the Hotel 
Casey, Scranton, Pennsylvania. A series 
of panel discussions devoted to techni- 
cal conference subjects will highlight 
this meeting, which is under the gen- 
eral chairmanship of Gerald J. Kearney, 
assistant treasurer, Miners Savings 
Bank, Pittston, Pennsylvania. Two of 
the panel discussions will be built around 
the talks that will be given by several 
banking authorities on the current 
problems in audit and control-and the 
control of bank records. The third panel 
discussion will be of a different nature. 
It will be called “Bouquets and Brick- 
bats” and in it a newspaper society edi- 
tor, a bank director, a certified public 
accountant and an attorney will elicit 
audience participation with their talks 
on “What I Expect From My Bank as a 


Burroughs Clearing House 
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Customer,” ‘‘What I Don’t Understand 
About a Bank,” “What a Bank Director 
Expects from Management,” and ‘‘Com- 
munity Problems and the Banker.” 

9th Western Regional. “The best con- 
ference possible” is the by-word of the 
committee planning the last of the meet- 
ings, the 9th Western Regional to be 
held at the Hotel Utah, Salt Lake City, 
Utah, May 23-25. The general chairman 
for this meeting is David Cooke, auditor, 
First National Bank of Salt Lake City, 
Utah. Although the program to date has 
not been fully completed, Mr. Cooke 
has said that prominent speakers and 
regular and special sessions will give the 
maximum coverage on vital problems 
concerning bank audit and control. 
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Airport Pick-Up of Items 
Is Expanding Trend 


A fast-growing trend is seen in the 
recent announcement by seven large 
banks in Chicago, Illinois, and two in 
Dallas, Texas, that they had inaugurated 
airmail field services in behalf of their 
correspondents. Under the arrange- 
ments, the air-mail transit items ad- 
dressed to the banks are separated from 
the rest of the mail and picked up at 
the airports by bank messengers. 
Hitherto, the items were sent from the 
air field postal branches to the main 
offices.in downtown Dallas and Chicago. 

The service saves from three to four 
hours for the correspondents in the 
clearance of checks and drafts. In both 
cities the service was made possible by 
the cooperation of the post office de- 
partment and postal transportation au- 
thorities. 

The banks in Dallas using the new 
service are the First National and the 
Republic National, and the banks in Chi- 
cago are the First National, Harris Trust 
& Savings, La Salle National, Chicago 
National, American National Bank & 
Trust, City National Bank & Trust, and 
The Northern Trust Company. 
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Mobile Home Study 


A 144-page book presenting a study of 
the mobile homes industry in the Middle 
West has been produced by the Indiana 
University School of Business under the 
authorship of assistant marketing pro- 
fessor Taylor W. Meloan. The study 
emphasizes primarily the manufactur- 
ing, marketing and financing problems 
facing the industry. 

The information in the book on the in- 
dustry’s current operations was obtained 
largely by personal interviews with nu- 
merous midwestern mobile home manu- 
facturers. The data was also supple- 
mented, however, by correspondence with 
suppliers of trailer home components 
and with bankers handling time sales 
contracts on mobile homes. 

The book points out that since com- 
mercial banks often deny working capi- 
tal loans, mobile home manufacturers 
have been forced to rely largely upon 
family and friends for their funds. For- 
tunately though, the book adds, hand- 
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OPENS Th 
TO DRIVE-IN 


DRIVE-IN “SERVICE gains new advantages with the aid of RCA TV EYE at the new 
Industrial National Bank of Dallas, Dallas, Texas. Customer's authorized signature is 
flashed on TV screen for teller to compare. 


CLOSED CIRCUIT TELEVISION ' 


makes withdrawal service a reality at Texas bank 






Now, for the first time, drive-in banks can offer withdrawal facilities, 
quickly, safely, through the miracle of television. With the aid of the 
new RCA TV EYE camera and a conven- 
tional TV receiver, banks and other financial 
institutions can transmit signatures, records, 
documents in a matter of seconds. Modern 
banks everywhere are adopting this new 
RCA development to speed up customer 
service and save tellers’ time. Mail the 
coupon today for full information on ways 
in which TV EYE can save you thousands of 
dollars annually. 


RADIO CORPORATION 
of AMERICA 


ENGINEERING PRODUCTS DIVISION « CAMDEN, N.J. 
In Canada: RCA VICTOR Company, Limited, Montreal 





® 
Send for literature today! — — so so 


Radio Corporation of America 
Dept. 0-276, Building 15-1, Camden, N.J. 


Please send me full information on how banks are using RCA TV EYE closed circuit television. 


NAME TITLE 





COMPANY. 





ADDRESS. 





City, ZONE STATE 





17 
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Pays I¢ to $1 
automatically. 


door or roll out 
cup delivery. 
Three year 
guarantee. 
$230 plus tax. 
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COIN PAYER 


Right or left trap 





Abbott 7-G Coin 
Counter-Packager for 
extra heavy duty... 


COIN 
WRAPPERS 


The colored flat 
tubular wrapper 
originated by 
us is today the 
quality standard 
of the banking 
industry. These 
easy-to-open 
heavy wrappers 
are available in 
nationally accepted 
colors. 
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COIN ASSORTER 


TABLE MODEL 


perated—separates 1200 


mixed coins per minute. $265 plus tax. 


our Abbott Catalog 


**Make Abbott a Habit’’ 


EX1331330) 
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Banking officers meet to discuss freight payment plan 


to-mouth purchases of raw materials and 
components tend to reduce the immobili- 
zation of current funds, and in success- 
ful companies the working capital fund 
is enlarged by the amount of profit on 
each sale. 

The book reports on the current trends 
and methods in dealer and consumer fi- 
nancing and gives the history of finan- 
cial institutions specializing in handling 
mobile home paper. It also cites the ob- 
jections to the acceptance of mobile home 
time sales contracts, as well as the de- 
sirable aspects of such contracts. 

Concerning future wholesale and re- 
tail financing arrangements, the author 
declares that local banks can be expected 
to play a much more important role in 
financing the lot displays and time sales 
of dealers in their communities, and that 
a gradual reduction in down payments 
and a lengthening of maturities on retail 
purchases may also be expected. 

The book sells for $3.50 and may be 
obtained from Richard D. Irwin, Inc., 


| Homewood, Illinois. 
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Freight Payment Pla 
Developments 


Several important developments in 
the motor freight bill payment plans 
now being operated by banks in several 
parts of the country resulted from a 
three-day meeting held last month at 
the Citizens & Southern National Bank, 
Atlanta, Georgia. The Citizens & South- 
ern was host to banks from 14 transpor- 
tation centers in the country. 

Under the freight bill payment plans, 
the motor carriers “deposit” freight 
bills with a bank. The bank then trans- 
fers funds from the freight customer’s 
to the carrier’s checking account, thus 
eliminating use of checks and a number 
of office procedures. 

At the meeting, support of this new 
banking service for business was 
pledged by George H. Minnick, comp- 
troller of the American Trucking Asso- 
ciation. According to Mr. Minnick, the 
16 banks that now operate clearing 
house plans for settlement of freight 





ideas 
accounts between carriers last year 
handled over $100 million in freight 


bills. He said the potential was many 
times greater when the service was ex- 
tended to cover bill payment for car- 
riers’ customers, 

Mr. Minnick also declared that motor 
carriers and their customers will save 
money using the freight bill payment 
systems already in operation or being 
planned by other banks. The cost of the 
clearinghouse method, he added, is 
lower than that which the transportation 
industry has been able to work out 
through industry-owned transport clear- 
ing groups. 

The bankers attending the meeting 
adopted a plan for continuous exchange 
of information between banks operating 
freight bill or interline clearing pay- 
ment systems. The Citizens & Southern 
National was selected as the bank to put 
the plan in motion, under Donald Roe, 
who manages that bank’s freight _pay- 
ment plan operations. 

Another forward step which met with 
general approval of the bankers at the 
meeting involves bill validation by car- 
riers instead of shippers or receivers. 
Such validation, it was pointed out, is in 
successful use in Buffalo and Cincinnati. 

A note of warning was injected by 
several bankers who cautioned that any 
bank undertaking a freight payment 
plan should have capacity, understand- 
ing of the difficulties involved, convic- 
tion at the top level that the service is 
good, and a sincere desire to meet the 
banking needs of the transportation in- 
dustry. 
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Outstanding TV Show 


“Science in Action,” sponsored by the 
American Trust Company, San Francis- 
co, and produced by the California Acad- 
emy of Sciences, is rated the longest 
continuously-sponsored educational tele- 
vision program appearing regularly on 
the air on the West Coast. So popular 
has it become that the films have been 
shown by special request to distinguished 
groups of lawmakers and scientists in ~ 
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“FENCE OUT’ their money problems with 
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NCB TRAVELERS CHECKS 


When you sell your customers these well-known checks, you are 
fencing out most money difficulties for them wherever they travel. 
National City Bank Travelers Checks are “International Currency” 


. Immediately recognized and instantly accepted, just like cash, 
the world over. Safer than cash, they are promptly refunded in full if - 


lost or stolen, Start your customers on the road to happy traveling 
by selling them the travel currency carried by millions of travelers 
for over half a century. At the same time increase your earnings 
substantially— you keep all the SELLING COMMISSION —% of 1%. 
Write for full details. 
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in a series of discussions important to every 
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... how his new quarters 
project benefited from 
our specialized services 
































ee 4 Your bank’s need for well-planned new quarters 
may already have convinced you that this project 

requires the services of a specialized bank designer. 

But you may wonder if an organization of this kind 

can successfully handle projects distant from its 


P= | b a ri iol e | i headquarters. 


For proof of our ability to design, construct and 

equip new bank quarters anywhere on two conti- 

nents, ask any of almost 3,000 bankers with whom 

i. | ee ct | yY © ul * we've worked throughout the United States, in 
Soe HERR erty ene mare Mexico, Cuba, Central and South America. Regard- 

less of your bank’s location in this country, at least 

one of our projects is less than 200 miles away. In 

37 of the most heavily populated states, you can see 

one of our projects within an average 40-mile radius. 

Write us for a list of completed projects in your area. 





Our strategically located project control offices, and 
the size of our organization — largest of its kind in 
the world — enable us to give personal, on-the-spot 
attention to your project. We approach your project 
as individual, distinctive to your community, and 
apply our specialized services on that basis. Banker 
clients themselves “sell” our service to new pros- 
pects because their own projects have been expe- 
dited with such close supervision and efficiency. 





Regardless of the size of your project or its budget, 
you can benefit from our designing service . . . or 
by having us handle your entire project from the 
survey of your site to the opening of your new doors. 
Our 42 years of experience, our reputation and our 
financial responsibility, give you a unique advan- 
tage when you employ our services. 


Headquarters: ST. LOUIS, 9Tm & SNEY STREETS 
Offices in: NEW YORK, 103 Parx AvENUE 
ATLANTA, WEsTERN Unron BLDo. 
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Operating Outside the Continental U. S. as: 
Bank Bur_pinc CorPoraTION INTERNATIONAL MERI 
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also creators of America’s outstanding office buildings 
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banker considering new quarters . 
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CONROE NATIONAL BANK, CONROE, TEXAS 


BRUNSWICK SAVINGS INSTITUTION, BRUNSWICK, MAINE 
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Write for full information about our services, Or Mr. J. B. Gander, President 
better still, visit us in St. Louis and see this BANK BUILDING AND EQUIPMENT CORPORATION OF AMERICA 
: - *13: =" ‘ ’ 9th and Sidney Streets, St. Louis, Mo. 
organization of bank building specialists in action, 
expediting each project from start to completion. pepe tang enon dome A PO Rs ee ee Toe. 
Send for your : ) On or about we contemplate: 
. at happ NEW a MODERNIZED NEW MODERNIZED 
- complimentary copy BUILDING QUARTERS FIXTURES FIXTURES 
hrgt¢llen of this new survey — B Name TITLE pe +-Ab 
report, “What happens jy stere Bank * ‘ 
to business after a “ate * ee | 
bank modernizes.” 


Crry AND STATE. 


















WHEN YOU WANT 
THE BEST 
and the MOST 


for your money { 


“The Lowest Priced Modern Changer” 


i - Removable top tray 
Exclusive Features: & inside storage box. 
There must be a reason why banks in 
48 states insist on the MP JR. Metal 
Products Engineering has enjoyed a 
reputation of complete reliability for 
the past 15 years. 

FACTS PROVE you are getting the most 
dependable changer available. Over 5000 
MP JR’s sold throughout 
the United States and not 
one penny spent for 
factory service. 

SIZE: 8”x10"x6%". Weight 9 lbs. 
Sturdy aluminum— gray ham- 
mertone finish. Parts and work- 
manship fully guaranteed. 


NEW! and Low Priced Too! 


M> 











Streamlined 


BANTAM 


Coin Changer 


This smaller version of the Junior without 
removable top tray measures only 6”’x 5” 
x 10”. Top section holds one roll of each 
type coin, including silver dollars. Capac- 
ity $125.00. This guaranteed modern and 
compact machine is an excellent 
space-saver and a bargain buy. Aggie 

Smooth operation, trouble-free $4g50 
service. PLUS TAX 




















BRAND NEW! 


M, Streamlined 


Made for speed and efficiency, this small 5%” x 6%” 
x 5” holder weighs only 4 pounds. Made of alumi- 
num with gray hammertone finish it holds almost 
two rolls of each type coin from pennies to half- 
dollars. It has rubber feet, special grooves to pro- 
tect finger-nails, and a coin capacity of | $80.00. 
Popular for small banks, stores and offices. Top sec- 
tion holds ten silver dollars or more 50c 
pieces. 

















PRICE 


OTHER MP VALUES $1195 


MP Senior w/silver $ key—$70.00 plus tax 
MP Junior Roll out base —$22.50 plus tax 
MP Stamp Pad & Pen Set—$10.95 no tax 


Modern Products... Moderate Prices 


METAL PRODUCTS ENGINEERING, INC. 





4000 Long Beach Ave., Los Angeles 58, Calif. 
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They help plan, stage American 


many countries throughout the world. 

This weekly TV show is now in its 
fifth year. It has been sponsored since 
its inception by the bank as a public 
service to the Northern California region 
served by its 94 branch offices. The pro- 
gram has won numerous awards for au- 
dience popularity, educational values and 
its high standards. 

Every Monday 
evening Dr. Earl S. 
Herald, curator at 
the Academy’s 
Steinhart Aquarium, 
and the program 
host, explores the 
fascinating field of 
science with famous 
scientists. These 
have included six 
Nobel prize winners, 
distinguished for- 
eign scholars and 
top authorities in 
many fields. Recent 
program’ subjects 
have included “Drilling for Oil,” “Tropi- 
cal Medicine” and “What’s New in 
Electronics.” 


“Command” showings. During recent 
months this bank-sponsored TV program 
has been called to serve in a broader 
field, to send films of selected programs 
to foreign countries to further cultural 
relations and help build international 
good will. Most of these requests have 
come from the U. S. State Department, 
while others have been received from the 
official representatives of foreign coun- 
tries. 


For example, at the request of the 
Swedish Ambassador in Washington, 
D. C., two films of the program were sent 
to the Nobel Prize Committee at Stock- 
holm, Sweden—the “Discovery of Plu- 
tonium” with Dr. Glenn Seaborg, and the 
“Discovery of Virus” with Dr. Wendell 
Stanley—for showing to the complete 
committee. 

Some months ago, when a committee 
from the British Parliament was con- 
sidering possible legislation to permit 
commercials on television broadcasts, the 
film entitled ‘“Winged Beauties” (butter- 
flies) was sent to London, as an example 
of the excellent use of a television pro- 
gram by an American sponsor. 








Trust’s award-winning TV show 


The program called “Stellar Evolu- 
tion” has been shown 16 times to astro- 
nomical groups in this country and over- 
seas, including the Royal Astronomical 
Society of Great Britain, the Danish 
Astronomical Society and a similar study 
group at» Berlin. 

In September, 1954, the film called 
“Story of the Alphabet” was shown at a 
Unesco conference in Athens, Greece. 

Various films have also been made 
available at Unesco headquarters in 
Paris for use of visiting officials of the 
governments holding membership in the 
U.N. 

Program committee. The program 
committee includes Dr. Robert C. Miller, 
Academy director; Benjamin Draper, ex- 
ecutive producer; Dr. Earl S. Herald, the 
program host; Vern Louden, of station 
KRON-TV, who directs the live telecast; 
Lester B. Johnson, assistant vice-presi- 
dent of America Trust Company; and 
Kenneth D. Jones, account executive of 
McCann-Erickson, Inc. In the photo above 
Messrs. Herald, left, and Johnson, right, 
are shown with scientist Dr. Harlow 
Shapley. 
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Bankers’ Meetings to Stress 
Audience Participation 


A considerable departure has been 
made this year by the instalment credit 
commission of the American Bankers 
Association in its plans for the annual 
instalment credit conference that will 
be held at the Hotel Jefferson, St. Louis, 
Missouri, March 21-23. In announcing 
the program, the commission chairman, 
Philip Woolcott, said that it will feature 
small ‘‘bull sessions’? to emphasize the 
exchange of ideas through panel dis- 
cussions and audience participation. Mr. 
Woolcott is also president of The Bank 
of Asheville, North Carolina. 

Although the formal addresses by 
leading industrialists, bankers and credit 
experts will again be included in the 
program, they are all scheduled this 
year for the morning sessions. The aft- 
ernoon sessions on Monday will be de- 
voted to panel discussions on direct 
lending, insurance tools for instalment 
credit, instalment credit policies for 
1955, and property improvement loans. 
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In making commercial loans, you naturally want the 
most pertinent, up-to-date information available to 
help you reach sound decisions. That’s where we can 
help you. The man from The First can put you in 
touch with the greatest body of specialized informa- 
tion in the field. 


Thanks to our Divisional Organization, the lending 
officers of The First can provide you with intimate, 
firsthand knowledge about current trends, problems 
and markets in all industries. 

You see, our Commercial Department is composed 
of 10 Divisions, each serving a small group of spe- 
cific industries. The officers in each Division are 





specialists who, through years of close contact with 
their particular industrial fields, have an intensive 
knowledge and understanding of them. 

The services of these Divisional officers are avail- 
able to our correspondents through our Division F 
— whose responsibility it is to bring this specialized 
knowledge to you. 

This is just one of the many correspondent services 
of The First National Bank of Chicago. If you would 
like to talk over the advantages of a correspondent 
relationship with us, just write, wire or phone us 
today. A man from The First will call on you at 
your convenience. 


Epwarp E. Brown, Chairman of the Board 


James B. Forcan, Vice-Chairman Homer J. Livincston, President 


Huco A. AnpErson, Vice-President 
Guy C. Kippoo, Vice-President 


Water M. Heymann, Executive Vice-President 


Gay orp A. FREEMAN, Jr., Vice-President 
Hersert P. Snyper, Vice-President 


The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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... that a financial institution’s best source of 
assistance in determining the form and 
amount of Blanket Bond protection it requires 


is an experienced bonding specialist. 


F&D has specialized in meeting the bonding 


needs of financial institutions for 64 years. 


SINCE 





Bipeniry ann Deposit company 
Baltimore 





AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 





The “bull sessions” will be held simul- 
taneously on Tuesday afternoon. There 
will be fifteen of these groups, each 
numbering from 80 to 100 men, with 
two discussion leaders assigned to each 
group. The groups will spend the after- 
noon exchanging ideas and talking .over 
the panels of the previous day. 


& 


Plans to insure wide audience partici- 
pation and a free exchange of ideas are 
also included in the program of the In- 
dependent Bankers Association annual 
convention that will be held at the Wil- 
lard Hotel, Washington, D.C., March 
23-26. An all-time record attendance is 
indicated by the advance registrations 
by members for this meeting, according 
to the association’s president, William J. 
Bryan, who is a vice-president of the 
Third National Bank in Nashville, Ten- 
nessee. ; 

Among the highlights will be a panel 
discussion by officials of the Financial 
Public Relations Association on the pub- 
lic relations and advertising aspects of 
small bank management. Feature speak- 
ers include the Hon. Sam Rayburn, 
Speaker of the House of Representatives; 
Mrs. Ivy Baker Priest, Treasurer of the 
United States; and several banking offi- 
cers whose views on the affairs and 
goals of the Independent Bankers are 
considered authoritative. 


Bank Calendars 


Calendar books that are literally works 
of art have been distributed by a Swiss 
bank and a bank in Pennsylvania for a 
number of years to their customers and 
friends. Because other banks may be 
interested in developing similar calen- 
dars and because such type of promotion 
must be planned months in advance, the 
Swiss and Pennsylvania bank calendars 
are presented here. 


Marine paintings. The pocket-size 1955 
calendar of the Fidelity-Philadelphia 
Trust Company, Philadelphia, Pennsyl- 
vania, is interspersed with numerous wa- 
ter-color drawings of marine life. The 
year 1955 is broken down into space for 
daily notations, a week to each page. 
The book also contains full-year and 
monthly calendars. Additional pages for 
memoranda are included after each 
month. Throughout there are brief mes- 
sages on the bank’s services. 

Although this book originated quite 
some time ago, it has been improved over 
the years. This year the bank distributed 
20,000 copies at a cost of 36c each, and 
the supply was insufficient. Distribution 
is handled by the tellers principally, al- 
though officers and heads of departments 
pass out some. There is no mailing list 
and a customer must ask for one to re- 
ceive it. 


Prize-winning photos. Some 66 full- 
color and black-and-white photographs, 
each one of prize-winning quality, are in- 
terspersed among the calendar pages of 
the “1955 Almanac” of the Union Bank 
of Switzerland, Zurich. In splendid de- 





tail, the photos portray the cities and 
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20,000 copies not enough 


villages, the mountains and valleys and 
the people of the Land of the Alps. 

The cover of the book is a reproduction 
of an oil painting of the bank’s facade. 
Each page of the book provides space 
for three days, so that the book is large 
enough to serve as a diary as well as a 
calendar schedule. The page titles and 
photo captions are in English, French, 
Italian and German. The back of the 
book contains several pages for notes 
and telephone numbers. The only insti- 
tutional advertising for the bank is 
contained in the: first three pages. 

The calendar is produeed by the for- 
eign department of the Union Bank for 
distribution in foreign countries. In the 
foreword, Dr. A. Schaefer, chief general 
manager, and H. Muller, manager, write: 
“One of the aims of our bank is to bring 
our business friends abroad and their 
clients into close contact with the com- 
merce and industry of Switzerland and 
thereby contribute to the development of 
international trade relations. May this 


memento encourage you to visit our | 


Contains prize photographs 
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eae VOLUME in the south- 

ern half of California at- 
tained the highest level in history 
during 1954. This Bank’s index 
of business activity for the 14 
southernmost counties of Cali- 
fornia averaged | per cent higher 
than during 1953, the previous 
record year. 

Since population in the area 
has been increasing by about 4 
per cent a year, it appears that on 
a per capita basis business activity 
in 1954 averaged approximately 3 
per cent below the peak year 1953, 
Even on this basis, however, 1954 
was the second best year in the 
history of Southern California. 

This Bank’s business index 
climbed in December 1954 to a 
point 3.1 per cent above the May 
1953 peak and 6.6 per cent above 
the 1953 average. Even on a per 
capita basis, the recent December 
level was 1.2 per cent above the 
average for the record year 1953. 


Building and construction pro- 
vided one of the strongest sup- 
ports to the local economy in 1954. 
In the 14-county area, building 
permits and engineering construc- 
tion contracts totaled approxi- 
mately $2,094,000,000—a gain of 
8.4 per cent over the previous rec- 
ord established in 1953. 


Aircraft employment was an- 
other major supporting factor in 


BUSINESS: CLIMBS TO NEW PEAK 


BUSINESS CONDITIONS IN 
SOUTHERN CALIFORNIA 





REVIEW OF 1954 





the local economy during the past 
year. In the Los Angeles area, the 
number of jobs in the aircraft in- 
dustry averaged 177,400 during 
1954, a gain of 6 per cent over the 
1953 average of 167,400. 


Factory employment in the Los 
Angeles Metropolitan Area aver- 
aged only 1.3 per cent lower in 
1954 than in 1953. Nationally, the 


decline averaged about 7 per cent. 


Retail sales in the Los Angeles 
Metropolitan Area reached a new 
record total of about $6,650,000,- 
000 in 1954. This was a gain of 
6/10ths of one per cent over 1953, 
the previous peak year. The trend 
was up throughout the final three 
quarters of the year. 





INDEX OF BUSINESS ACTIVITY 
IN SOUTHERN CALIFORNIA 
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MontTHLY SuMMaRrY OF Business Con- 
DITIONS IN SOUTHERN CALIFORNIA, from 
which this: excerpt was taken, is pub- 
lished regularly for friends and custom- 
ers of Security-First National Bank by 
our Research Department. If you would 
like to receive it free of charge regu- 
larly, write Bank and Customer Rela- 
tions Department. 
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Comprehensive studies designed to supply information to American investors, businessmen 


country and our bank, where a hearty 
welcome will always be extended to you.” 
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On Economies Abroad 
Continued inquiry by American in- 

vestors, businessmen and manufacturers 

on the subject of foreign trade has 


prompted various European and Pacific 
banks to produce comprehensive eco- 
nomic studies on their countries. These 
works carry an expert touch and make 
excellent library reference volumes. 
Three recent examples of such books are 
those of the Australia and New Zealand 
Bank, Ltd., Melbourne, Australia, and 
the De Twentsche and Amsterdamsche 
Banks, Amsterdam, Holland. 
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PERPETUAL CALENDARS 


With or without Pen Sets—In Bronze, 
Brass, Aluminum or Chrome finish 


HOLIDAY—ADVERTISING 
STANDARDS 


In Chrome or Bronze finish 


INTERCHANGEABLE DESK 
AND WINDOW NAME PLATES 


Manufactured by J. A. Reinhardt & Co. 
Write for Complete Catalog and Price List 


BANK PRODUCTS COMPANY 


Established 1930 
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“The Mafket In Holland.” This 84- 
page book in full color was produced by 
De Twentsche Bank and features numer- 
ous maps, charts and graphs, all of which 
combine with the text to give a complete 
picture of the Netherlands economy. 
Virtually no aspect of the economy is 
neglected in the book; it covers imports, 
transportation, manufacturing and gen- 
eral economic conditions, population 
structures, distributive trades, and many 
like factors. 


Amsterdamsche Bank Reviews. Simi- 
larly, the Amsterdamsche Bank, Amster- 
dam, Holland, covers various aspects of 
The Netherlands’ economy in a review it 
publishes on a quarterly basis. These 
reviews run from 40 to 70 pages and 
their articles, which are fully illustrated 
by tables and charts, contain valuable in- 
formation for American investors and 
businessmen. A featured article in the 
second quarterly issue last year, for ex- 
ample, discussed the means for solving 
problems related to the convertibility of 
foreign exchange rates. 


“Australia’s Continuing Development.” 
This 114 page book is a sequel to one 
first published by the Australia and New 
Zealand Bank, Ltd. in 1949. It is also 
fully illustrated and paints a complete 
picture of the economy in Australia. In 
seven chapters it covers aspects of the 
country’s private and public finance, 
manufacturing industry, primary indus- 
tries, trade, population, etc. 
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Stray Mail Items 


Both large and smaller banks are oc- 
casionally plagued in their mail rooms 
with an unwanted item labeled “stray 
mail.” It is an item made payable to the 
bank usually, but one that cannot be de- 
livered promptly to the proper depart- 
ment because the customer neglected to 
send any advice covering the purpose for 
which payment was intended. 

In Los Angeles, the California Bank 
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averages from 12 to 15 of these uniden- 
tifiable “strays” per week, and to get 
them oriented sometimes requires sev- 
eral steps. To begin with, the mail de- 
partment attempts to deliver them to the 
three most likely departments: main of- 
fice, contract financing division, and loan 
collection department. 

If unclaimed in all of those offices, the 
item is then directed to Assistant Cashier 
Earl C. Porterfield who acts, as it were, 
as a court of last resort, and who issues 
a weekly bulletin called “Stray Mail 
Items” to all branch managers and de- 
partment heads. 

After this, if the item is still un- 
claimed and if the customer’s address 
can be ascertained, he is sent a form 
requesting information as to the loan 
number (if a loan is involved), the deal- 


er’s name (if it has to do with an ap- | 


pliance purchase), or even the name of 
some bank employee (if the customer 
can name one who might be familiar 
with the transaction in point). 

Although most of the items are ulti- 
mately identified, it often takes a lot of 
time. “We found many customers,” said 
Mr. Porterfield, “who paid no attention 
to our appeal until we began enclosing 
self-addressed, stamped envelopes. Even 
so, a few of the more thrifty-minded 
have withheld the requested information 
(and the stamped envelope) for a month 
—until the next payment was due. 
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Duteh Banks Finance 
Flower Bulb Industry 


The banks of Holland play an impor- 
tant part in one of that country’s chief 
export industries, the shipping of flower- 
bulbs to all parts of the world. Last year 
the flower exports—tulips, daffodils, hya- 
cinths, etc-—amounted to approximately 
$38,750,000. Of this, $10,000,000 was in 
exports of flowerbulbs to the United 
States. 

Netherland banks have branches 
throughout the bulb growing areas of 
Holland. As a postwar development a 
special flower show is held each spring 
from mid-March to mid-May at Keuken- 
hof. In this park spring flowers of every 
kind are displayed among artificial ponds 
and streams and centuries-old trees. A 
huge greenhouse has on display 700 
varieties of tulips, with 35,000 tulips 
providing a breathtaking scene. 

To Keukenhof, which is near The 
Hague, tens of thousands of visitors 


De Twentsche’s rustic office 
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Air mail clearance 


direct to our own 





correspondents 


No clearances go faster than air mail. Ours go 
by air mail direct to our own correspondents in 
all principal cities of the U.S.A. We’re sure 
you'll welcome the freedom from delays that 
this service makes possible. 


Speedy air mail clearance is yours as a Pennsy]l- 
vania Company correspondent. A lot of other 
advantages are, too. Take the full-time service 
of our 24-hour-a-day transit operations, for ex- 
ample. Then, too, you’ll have access to one of 
Philadelphia’s largest credit files, and to the 
facilities of our Trust, Real Estate and Foreign 


Departments. 


We’d like the chance to tell you all the good 
reasons for becoming a Pennsylvania Company 


correspondent. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 





Serving more people more ways than any 


Member Federal Reserve System a Federal Deposit Insurance Corporation 

















Aluminum Portable 
Tellers’ Buses of 
Distinction 








(On Position) 


ALL STANDARD BUSES 
NOW EQUIPPED 
WITH THE EXCLUSIVE 
NEW POSITIVE ACTION 
BRAKE CONTROL 


? 


e eS ~ 
oe 
a es 
4 7 3 
coe os 
rae 





@ PORTABLE BUSES 
STANDARD AND CUSTOM 


@ COIN STORAGE LOCKERS 
© ALUMINUM COIN TRAYS 


ASK FOR CATALOGUE 
"THE STOKES SYSTEM" 


Quality Products Co., Inc. 
P.O. Box 3214 
CHARLOTTE 3, N. C. 




















from all over the world come every 
spring to see the display of spring flow- 
ers. To provide a service for the visitors 
the Twentsche Bank has built a rustic 
style branch office in the park, complete- 
ly harmonizing with the surroundings. 
The small frame building with its peaked 
tiled roof and Dutch doors, is open for 
the convenience of the many foreign 
visitors to the display for the exchange 
of foreign currencies and any other bank- 
ing business they require. 
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Interviewing Technique 
for Loan Officers 


The suggestive value of words is often 
overlooked by loan officers in interview- 
ing applicants, according to the Ken- 
tucky Banker, official organ of the state 
banking association. The magazine rec- 
ommends “accentuating the positive,” 
as shown in the following examples. 

Not this: Do you owe anyone else? 
But this: Will this loan pay off every- 
thing you owe except your home? 

Not: What is your age? But: Are you 
about 35 years old? (Aim at least a 
year or two low—more, for women and 
older people.) 

Not: Do you own a car? But: What 
kind of a car do you have? 

Not: Where is your car financed? But: 
Where do you make payments on your 
car? 

Not: Are you renting or buying your 
home? But: You own your own home, 
don’t you? 

There was once a shoe clerk, the 
Kentucky Banker recalls, who zoomed 
his sales when he changed, “One foot 
is larger than the other,” to “One foot 
is smaller than the other.” 
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New Products 
for the Banking Field 
A new combination check writer and 


signing machine that accommodates 
amounts up to $1 million has been intro- 











Speeds check signing 


duced by The Hedman Company, 1158 W. 
Armitage Avenue, Chicago 14, Illinois. 
The new check signer works in combina- 
tion with any of the company’s Premier 
electric check protecting machines. 

The operator inserts a check into the 





check protector, which has a full 8-bank 
keyboard, and writes amounts up to a 
million dollars. After the figures are set 
up, the operator then depresses the trip 
bar on the check protector and the check 
is instantaneously imprinted. It then 
automatically passes through the check 
signer where it is signed and dated. The 
manufacturer explains that an ejector 
in the signer throws the check out into 
a compartment where the checks are 
stacked as run. 
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A new tellers’ window sign that is 
especially designed for banks with mod- 
ern flat top counters is being marketed 
by Winters Stamp Manufacturing Co., 
69 West Jersey Street, Elizabeth, New 
Jersey. 

The window designator is so designed 
with a flat base that it can be firmly se- 





Compact, easily moved 


cured into position with double-sided ad- 
hesive tape and easily removed without 
marring the counter top. The company 
has also applied the same flat base on a 
small, changeable teller’s name plate 
that is in a reduced size. This sign is 
appropriate for modernized banks where 
all windows handle all services and there- 
fore do not require indication of specific 
departments. 
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Classified Ads Pull 
Savings Accounts 


If everything else imaginable is sold 
through the columns of classified news- 
paper advertising, why not the savings 
accounts of a bank? So reasoned Wil- 
liam A. Lank, president of the Farmers 
National Bank, Bloomsburg, Pennsyl- 
vania. Here are some of the ads he in- 
serted in a local newspaper in the ap- 
propriate columns: 

LOST—1 per cent per year on any 
money you are keeping at home or in 
some hidden spot. Open a savings ac- 
count with us, etc. 

STRAYED—Have you strayed by not 
saving regularly? Open a savings ac- 
count in our, etc. 

STOLEN—maybe not from you! But 

newspapers daily report monies stolen 
from mattresses, old shoes, etc. Don’t 
let it happen to you! Open, etc. 
- FOR SALE—Our services as a con- 
venient place to carry a savings account. 
Interest paid at one per cent per year, 
compounded semi-annually, etc. 

FOR RENT—For the rent of your 
savings we will pay you one per cent 
per year, compounded semi-annually. 
Your deposits guaranteed, etc. 
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Trust Company 





Customers dealing with us across the 
country can now receive faster-than-ever 
service in check clearings 
and collections. 


Through the use of simple air-mail 
stickers illustrated above and with the 
co-operation of the New York Clearing 
House and the Postal Transportation 
Service, our customers now have 
available to them—airport-to-bank 
delivery—the most rapid air-mail 
delivery service yet devised. 


By slicing valuable hours from 
airfield-to-bank handling time, the 
new system frequently cuts a day or 
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more from costly ‘‘float time.’ 


AIRPORT 


During the several months that we AEF iy 

have been operating this service ae: eo tte vy 
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our customers. We invite your inquiries bins wegen ce Ge ce FRR imnrasf 
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Guaranty 


Trust Company 
of New York 


Capital Funds $395,000,000 


140 Broadway, New York 15 
Fifth Ave. at 44th St., New York 36 
Madison Ave. at 60th St., New York 21 
40 Rockefeller Plaza, New York 20 


LONDON: 32 Lombard St., E.C.3 + Bush House, Aldwych, W.C. 2 
PARIS: 4 Place de la Concorde BRUSSELS: 27 Avenue des Arts 


Member Federal Deposit Insurance Corporation 
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A Variety of Ideas in Drive-In Bank Design—In Pictures 


The most recent developments in motor banking from many parts of the country 

























TWO STRAIGHT LINE windows are in use at the 


(Yeager Architects, Inc.) 


FOUR SLOTTED drive-in windows and two walk-up windows 


are featured in the new Meadows Center branch of the Terre new Pendleton office of the First National Bank, 
Haute (Indiana) National Bank. It is located in a new shopping Greenville, South Carolina. It, also, is in a new 
center of the city shopping center 
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ALUMINUM PARTITIONS form entrances to the new SPECIALLY DESIGNED motor bank of the First National 
drive-in facility incorporated in the completely remodeled Bank, Beaumont, Texas, is connected with the main office 
National Bank of Commerce, Superior, Wisconsin by pneumatic tube. Note use of building for advertising 








HUGE TRIANGULAR STONE tower stands over the pale green, ISLAND TYPE, two-window drive-in bank of 


enamelled metal exterior of the new drive-in and installment loan the First National Bank of Cambridge, Ohio, 
headquarters branch of the Third National Bank & Trust Co., is located in a corner of the bank’s parking lot, 
Springfield, Massachusetts facing a side street 
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Cunneen Company 


UNUSUAL DESIGN of the Gibbstown branch of The First GLASS areas are featured in the new Plainfield branch 
National Bank & Trust Co., Paulsboro, New Jersey, re- of the Old Kent Bank, Grand Rapids, Michigan. Its loca- 
sulted from the alteration of a one-time gas station tion permits full traffic flow around the building 
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COMBINATION AUTO BANK and trust and DRIVE-IN ADDITION to The Charleston (West Virginia) National 

time loan departments were incorporated in this Bank tripled the floor space of the bookkeeping, proof and transit 

newly completed building of the First National departments. Commercial buildings were removed from the rear of 
Bank, Ottawa, Illinois the bank to provide the new service 
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EASY ENTRANCE, EXIT is afforded at the new drive-in fa- TWIN DRIVE-IN and twin walk-up windows are 
cility of the Sheridan Village State Bank, Peoria, Illinois, which 


featured in the newly remodeled and enlarged quar- 


is situated at one end of a new 15-store shopping center ters of the North Side Bank, Racine, Wisconsin 


is provided at the DRIVE-IN WINDOWS on two sides, a walk-up 
State Street branch of the Second Nationsai Bank & Trust Co., 


window at one end, and a TV bank eye are featured 
Saginaw, Michigan, by having two windows on each of three in the new motor unit of the Bank of New Mexico, 
sides of the bank Albuquerque, New Mexico 


Cunneen Company 


RANDOM-PATTERNED STONE and white canopy 
lend distinctiveness to the drive-in facility recently 
added to The Farmers National Bank, Ephrata, 
Pennsylvania. It is linked with the bank via a tunnel 


SEMI-CIRCULAR drive-in branch of the Exchange Bank of 

Santa Rosa, California, has two teller windows and space for a 

third. A pedestrian walk-up window is at the front of the bank. 
The windows serve 235 customers per day 
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How to gain hours— 
on airmail cash and collection items... 


Ask us for a supply of these A.M.F. 
(air mail field) labels or envelopes, 
which we will be glad to send to 
you. 

Your cash and collection letters 
then will be included in air mail 
field pouches being dispatched to 
Chicago. Night and day we make 


Continental Tilinois National Bank 
and Trust Company of Chicago 
La Salle, Jackson, Clark and Quincy Streets 


LOCK BOX=H, CHICAGO 90, ILLINOIS 
Member Federal Deposit Insarance Corporation 





frequent pick-ups at Chicago’s Mid- 
way Airport, and these letters are 
brought from the airport direct to 
the bank for immediate processing. 

Our correspondent banks and 
corporation Customers are enthusi- 
astic about this faster way of getting ‘ 
available funds. Try it. 


Burroughs Clearing House 















BURROUGHS CLEARING HOUSE scarcn, 1955 


, i f 








At Denver conference, Deputy Manager William Powers explains officer appraisal technique 


TO PROVIDE FOR MANAGEMENT SUCCESSION 





DEVELOPING BANK. BXBCUTIVE 





The A. B.A. is issuing a manual on this big problem, after a 
series of meetings primarily with smaller bank presidents 


HAT is the biggest problem 
now confronting the top man- 
agements of the nation’s banks? 

Is it earnings, expenses, competi- 
tion, or remembering to keep the left 
arm straight while transacting busi- 
ness on the golf course? 

No, none of these vital matters rates 
at the top of the list, according to a 
recent survey made by Homer J. Liv- 
ingston, president of the American 
Bankers Association. 

Mr. Livingston polled a representa- 
tive group of national and state bank 
supervisory agencies, and “92 per cent 
of the replies cited failure to develop 
adequate successor leadership as the 
most glaring weakness in current 
bank management.” 

How can banks be assured of a con- 
tinuing supply of capable officers, 
preferably developed from within the 
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By 
HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


ranks? It was to find the answer to 
this urgent puzzler that the A.B.A. 
months ago set about to prepare a 
practical program of executive de- 
velopment that. it could recommend to 
member banks—particularly those in 
the smaller and medium-size brackets. 

As a major step toward the creation 
of such a program, during the past 
year the Customer and Personnel Re- 
lations Department of the association 
has held a series of 12 two-day con- 
ferences around the country. These 
were small informal gatherings, each 
limited to approximately 20 chief ex- 
ecutives of $5-$25 million banks, who 
took an active part in the proceedings. 


In inviting the leaders of banks in this 
size range, it was felt that the ex- 
periences of the $5 million institutions 
would be applicable to banks below 
that level, and the $25 million institu- 
tions would have problems similar to 
those of larger size, so that a very 
broad range of interest would be 
achieved. An additional series of three 
meetings—for $25 to $100 million 
banks—was completed in February, 
1955. 

In staging the meetings the director 
of the department, Deputy Manager 
William Powers, had a dual purpose. 
The conferences were partly designed 
to help the attending participants 
compile useful information they could 
apply in their own institutions. But 
he also had the sage notion that out 
of the exchange of ideas and experi- 
ences of the conferees would emerge 
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George Ward, of A.B.A. staff, cites possible areas of responsibility 


A first step: determining requirements of the top job 


some excellent non-academic material 
for a manual on executive development 
which is now in the process of prep- 
aration. 

Judging from the writer’s own ob- 
servations while “sitting in” on a 
typical conference held recently in 
Denver, Mr. Powers’ supposition has 
been amply justified, and the forth- 
coming manual should be one of the 
most helpful and important publica- 
tions that the A.B.A. has turned out. 

As a partial preview of the manual, 
and in the belief that the Denver con- 
ference in itself provides some highly 
usable suggestions for banks, this 
first-hand report of the meeting is 
presented. 

Helping Mr. Powers as discussion 
leaders were George B. Ward, assist- 
ant director of the department, and 
John Patterson Currie, consultant and 
authority on bank personnel and man- 
agement problems. Primarily, they 
explored methods of analyzing execu- 
tive positions and appraising men who 
may be considered candidates for these 
top posts; then they suggested ways 
of training and developing the indi- 
viduals selected. 

It was acknowledged that on the 
academic side, considerable progress 
has already been made in the field of 
executive development. There are 
many college level courses now avail- 
able to train or improve management 
talent. Banking was said to be far 
ahead of industry in this connection, 
with its Graduate School at Rutgers 
University, its American Institute of 
Banking, and numerous other bank 
schools or conferences. 

But on the job side—the internal 
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development of management succes- 
sors—it was noted that banking can 
hardly claim leadership. Moreover, the 
main effort must be in this direction, 
with academic courses used as helpful 
supplements. In the banks themselves 
must take place the screening, selec- 
tion, and major training of tomor- 
row’s leaders. 

“We don’t have enough information 
on the banks that are doing outstand- 
ing jobs along this line,” Mr. Powers 
admitted, ‘and that is one of the rea- 
sons for the conference.” 

Methods of executive development 
have been thoroughly proved in several 
banks, however, and it was the essence 
of these programs that was outlined 
to the conference participants. 


URING the discussion there were 

many references to the shortage 
of men of top executive caliber. This 
was typical, for according to Mr. 
Powers few banks are as yet thinking 
of moving women into key manage- 
ment spots, despite the fact that wom- 
en now comprise two-thirds of the 
non-officer staff (nearly three-fourths 
in banks under $100 million). 

In his introductory remarks, Mr. 
Powers commented that there is sup- 
port for the claim of a shortage of 
qualified men in banking, and that it 
may have been a mistake not to have 
heretofore made greater efforts to 
achieve a better balance. However, he 
maintained that the most desirable 
answer to executive development does 
not lie in outside recruiting at upper 
levels, which tends to create salary and 
morale problems. He advised banks to 
concentrate on building up from the 





bottom. “You must recruit younger 
men at lower levels, do a better job of 
screening, training, and measuring 
their performance on work better laid 
out, and pay more for better quality,” 
Mr. Powers told the conferees. 

The introductory comments also 
touched on varying or conflicting view- 
points as to the attributes of an ex- 
ecutive. According to the novelist, a 
good executive: easily wins friends, 
always encourages associates, pays 
highest going rates, promotes on 
merit, relies on experience, leads un- 
erringly, is patient, kind and generous, 
and keeps his head above the crowd. 
However, in work-a-day life, the ex- 
ecutive must criticize people, discipline 
associates, mix dismissals with pro- 
motions, buy his manpower economi- 
cally, pioneer without benefit of ex- 
perience, drive himself and his or- 
ganization but “take it easy”, avoid 
wasting time, let no one put anything 
over on him, and stay above the crowd 
but keep his feet on terra firma. Often 
he’s just a*man “in the middle” of 
many difficult situations. 

The executive development plan 
being used successfully in an in- 
creasing number of banks utilizes the 
conference method of appraisal. “All 
of us have blind spots in judging peo- 
ple,” Mr. Currie asserted, “and pooling 
several viewpoints minimizes preju- 
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PROGRAM OUTLINE 


A. B. A. Executive Development 
Conference 
| All sessions are to be problem-solving and experi- 
ence-sharing. In addition, conference leaders will 
be available for individual consultation between 
sessions, as desired. 


First Day 
EXECUTIVE DEVELOPMENT—A NA- 
TIONAL PROBLEM 
. Industry’s Progress Toward A Solution 
. The Problem As It Applies To Banks 
. Banking’s Progress Toward A Solution 
. Situation As It Exists In Conferees’ Banks 


A.M. 


VOCS 


Luncheon 


P.M. GUIDES FOR DETERMINING EXECU- 
TIVE JOB REQUIREMENTS 

A. Basic Assumptions 

B. Defining Job Requirements 
1. Duties 
2. Responsibilities 
3. Qualifications 

C. The Question—What do you want and need? 


Dinner Meeting 


Second Day 


APPRAISING PERSONAL PERFORM- 
ANCE AND POTENTIAL 


A. Basic Assumptions 

B. Appraising Performance and/or Potential 
| 1. Results accomplished on current job 
| 2. Job knowledge 
} 3. Personal characteristics 
| C. The Use Of ‘‘Proof Situations’’ 


A.M. 


Luncheon 
P.M. DEVELOPMENT AND RECRUITMENT 


A. Counseling And 
bank 
B. Aids To Development—from outside the bank 
C. Recruitment On Executive Level—if necessary 
1. Guides for selection 
2. A bargaining situation 
SUMMARY OF CONFERENCE 


Development—within the 
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Conference participants filled out data on this form 


dices and traditional concepts. It 
insures greater objectivity, and hence 
proves more effective. 

A schedule of significant factors is 
considered, and when the appraising 
group reaches a decision in the larger 
banks it is presented to an executive 
board of review. 

In smaller banks, this- review board 
step may not be as readily applicable, 
due to the limited size of the manage- 
ment staff. However in several such 
banks, two directors served with the 
president on a three-man committee 
to appraise executive possibilities. 
“Conferees often find it amazing how 
much can be learned about close asso- 
ciates through a systematic method of 
appraisal,” Mr. Currie commented. 

The Denver conference discussion 
really got down to fundamentals as it 
turned to the first major step in the 
recommended executive development 
program—that of defining or de- 
termining the actual requirements of 
the management job to be filled. Some 
of the meeting participants showed 
an eagerness to skip on to their im- 
mediate problems of selecting or re- 
cruiting executive replacements, but 
the conference leaders warned: “With- 
out a clear definition of job require- 
ments it is impossible to evaluate 
properly or fairly the performance of 
those assigned a given responsibility, 
or to appraise intelligently the po- 
tential of a person under consideration 
for an assignment.” 
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SUCCESSION + Ob Crartitattation , 
QUESTIONNAIRE se ths he Soe ~ 
A. B.A, Executive Development Conference ALBA, Executive Development Conference 
Denver, Colorado ‘Denver, Colorado a 
. Number of employees 
. Under $10 million - 16 Officers -Male 152 88% 
Total Deposits § million $10-$14 million. - 6 ae eye Hd pea) 
Number of full time officers--Male Female Total $15-$19 =i & 2s Other Bmployees - Male 126 «(36% 
Number of full time other employees--Male Female Total a . #1 2 
Do you have a retirement plan? Contributory Noncontributory ¥ = 
Bates, ee Retirement Plan f 
Norma! retirement age Age of active head officer 
Yes 7-+- Ofthese, 3 contributory - 4 noncontributory 
6 normal! retirement age -- 
Please furnish the following data on the one; two, or three men who might be consider- 1 norma) retirement oe =< bs “> 
ed as being in the group in your bank from which the next active head might be chosen. N 21 BC, 
This does not necessarily mean your present next officer in line if he could not be con- . 
sidered a possibility for succession. 
A B c Banks Reporting 
Age of Active Head 
Present title--if any Under 50 yea: 8 No candidate - 1 
re . « 
Age 50 - 59 + 8 leandidate - 9 
60 - 69 oe 2 candidates - 10 
70 years and over - 6 3 candidafes - 8 
Salary ratio to active head officer 
Age Differential Between 
Years of banking experience Age of Candidates Active Head and Candidate 
~ 
Under 30 years - 4 Same or older * 8 
Education: 30 - 39 - 8 l- 4 years younger - 5 ” 
High School--yes or no 40 - 49 APE 5- 9 years younger i A 
50 - 59 - ih 10-14 years younger - 0 
College--years completed 60 years and over - 2 15-19 years younger - 9 
indicated - 1 20 more ounger - 
American Institute of Banking es peg nha ; : . of 
(approximate number of courses) Bank Experience 
Graduate School of Banking power hos to ain Head of cuiinens i 
(graduated or current student) 
Other banking "schools" 33 1/3% - Sy : S 5-9 cya é 7 
50% - 59% - 2B 10-14 o 2 
60% or more - 26 18-19 - 8 
20 years or more - 27 





Establishing the requirements of a 
job involves not only a clear definition 
of what the incumbent is expected to 
do, but also the level at which he is 
expected to perform. Thus, in a given 
assignment, he may determine policy, 
perform personally, review and ap- 
prove, or delegate and appraise results. 


O illustrate, Mr. Ward led a group 
consideration of the job of the 
head of the bank, as it relates to per- 
sonnel matters. He asked a number 
of conferees at what “level” of per- 
formance (how directly) they partici- 
pated in the work of selecting, train- 
ing, appraising and promoting em- 
ployees. As might be expected, it was 
found that most of the presidents in 
that group delegated a good share of 
these duties, but usually had a hand 
in reviewing promotions and deciding 
salary levels. By way of further ex- 
ample, there was also a group com- 
parison of presidential responsibilities 
in conjunction with the loan function. 
It was pointed out that a bank in 
considering the job requirements of a 
top executive would similarly consider 
his actual duties in other activities 
such as business development, invest- 
ments, operating procedures, etc. 
Closely linked with this first step of 
defining the job and determining the 
levels of performance required is the 
question of the qualifications an ex- 
ecutive candidate should have, or 
should be counseled to obtain, to meet 






























... and it was later summarized in this group report 


Information of this kind, gathered at conferences, shows immediacy of succession problem 


those requirements as a top manage- 
ment officer. Those in authority were 
advised to consider work experience 
and specific technical knowledge re- 
quired; the degree to which fact- 
finding or analysis is involved; how 
important it is for the individual to 
be able to make sound decisions, in- 
dependently and often quickly, and 
with confidence; the extent to which 
ability to make good personal contacts 
is vital. 

As a little test, the conference par- 
ticipants were asked to indicate their 
own areas of personal activity, the 
levels of performance involved, and 
the qualifications required. It quickly 
became apparent that, due to differing 
organization structures, area _ prob- 
lems (mining, farming, manufactur- 
ing, for example) and other variations, 
there can be no standard job require- 
ments set up that will be applicable to 
all banks. They must be custom tai- 
lored to fit a given situation, and it is 
a task for each bank management. 

Once the requirements of an ex- 


-ecutive post have been established, the 


bank is ready to consider methods of 
appraising personal performance and 
potential, measured against these 
specific requirements. 

In assessing the results an indi- 
vidual is accomplishing in a current 
job, it was recommended that man- 
agement consider each job requirement 
factor separately, determining how 
See DEVELOPING BANK EXECUTIVES—Page 83 
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How management altered its “philosophy”? about 
promoting financial services, and launched 
an all-out experimental effort at... 


Merchandising \WSVALLMENT 
CREDIT fo the Poblic 


By 
FRED M. BLOSSOM 


President, The Central National Bank 
and Trust Company of Peoria, 
Peoria, Illinois 


E HAVE long been in full agree- 
ment with the widely expressed 
idea that banks should merchan- 
dise credit to the public. We have for 
years been trying to do precisely that, 
and have planned and promoted our 
services with just that purpose in 
mind. Particularly have we aimed our 
installment lending toward that goal. 

Even so, a distressing doubt re- 
cently began to creep into our con- 
sciousness. Were we and other bank- 
ers perhaps missing the mark by still 
paying too little attention to the pub- 
lic? With specific reference to in- 
stallment lending, was the banking 
fraternity too frequently merchandis- 
ing its credit to the dealers in whole- 
sale lots rather than selling credit 
direct to the consumers who buy the 
goods? 

The more we thought about it, the 
larger grew the doubt. We began to 
re-think through the whole subject ir 
an attempt to formulate a philosophy 
to cover it, with the eventual purpose 
of developing ways to put such a 
philosophy into effective use. 

We have no illusion that as yet we 
have solved either half of the problem. 
We believe, however, that we have 
made some progress toward defining 
what we want to accomplish and 
toward doing something about it. 

Certainly we do not question the 
basic assumption that economic shifts 
of the past two decades have made 
it essential that banks broaden their 
base of service by performing finan- 
cial functions for a far larger propor- 
tion of the population. And, there is a 
continuing necessity for developing a 
first-hand familiarity with banks and 
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Just behind is brilliantly lighted installment loan office 


banking among such a large share of 
the public that never again will our 
industry be in danger of a wave of 
misunderstanding and dislike such as 
it experienced in the depression of the 
1930’s. 

Most of the men who head up banks 
today are aware of these considera- 
tions, and wish to shape their policies 
accordingly. But practically all of us 
are subject to a pull in the other direc- 


tion, straight out of the past. Most 
bank presidents and other top man- 
agement officers had early training in 
pre-depression years when different 
circumstances produced a different set 
of values. This experience was an in- 
valuable training in running a sound 
bank. Those of us who had it know 
what can happen to loans and other 
assets. However, this training gave a 
tremendous—and probably undue— 


Burroughs Clearing House 











NATIONAI 
RANI 


Neumod 
HOSIERY 


New installment loan office, adjoining main bank building, has solid glass front and many design innovations 


From second floor oblivion, consumer credit was set up where the public could actually see it 


importance to the atmosphere of secu- 
rity. The heavy stone buildings and 
barred windows of the teller cages in 
the older banks typify this atmos- 
phere. Another evidence of it is the 
deep-seated reluctance of many of us 
to depart from conventionally con- 
servative mannerisms which have 
their roots in the former need to im- 
press customers with our zeal in safe- 
guarding their funds. 

Are customers really so concerned 
with this point nowadays? Frankly, 
we doubt it. Every American under 
age 40 has grown up in an adult world 
where his bank deposits, up to $5,000 
at first and latterly up to $10,000, are 
insured by a government corporation. 
Every other American has been sub- 
ject to this same federally-sponsored 
assurance of safety during two 
decades. The consequence is prac- 
tically universal acceptance of bank 
safety, and whether right or wrong 
this has changed a fundamental con- 
dition which deserves recognition by 
all bankers. 

By no means do we hold that a 
bank should depart even a _ hair’s 
breadth from safe and sound prac- 
tices. We wonder, rather, whether un- 
der these new conditions a bank should 
make the appearance of conservatism 
its dominant influence in its dealings 
with the public. 

Once we admit that utmost con- 
servatism of manner is not the over- 
riding consideration in our approaches 
to customers and prospects, we open a 
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door to new and different ways of go- 
ing after business. We make it feasi- 
ble to merchandise credit to the public 
more aggressively—and more effec- 
tively—than ever was possible while 
we remained bound by tradition. 
Credit is an intangible service, and 
is accordingly harder to dramatize to 
the consumer than soap, cigarettes, or 
dentifrice. As we thought about it, we 
wondered whether this should not in- 
duce us to make strong efforts to really 
bring the idea of credit service into 
the public mind. And we began won- 


dering whether some of the standard 
concepts of retail sales and advertis- 
ing might prove just as applicable to 
financial services. In short, could we 
sell credit to consumers by displaying 
it attractively and drawing more peo- 
ple to the bank where we could show 
it to them? But how could we put 
credit “on display”? 

Installment lending was the obvious 
guinea pig for experimentation, even 
though we consider it no more subject 
to these principles than many other 

See INSTALLMENT CREDIT—Page 87 


Their basic idea: to impress bank credit on the public mind 


Mr. Blossom, right, reviewing new approach’s results with Robert B. Campbell, 
acting manager of the installment loan department 








Behind-the-scenes handling of a vital phase 
of Federal Reserve credit policy 


A Close-Up View 0 
OPEN MARKET OPERATIONS 


By 
ED TYNG 
New York Correspondent 





COVER PICTURE 


In this room at the Federal Reserve 

Bank of New York, traders keep in 

intimate touch with the market for 
Treasury issues 





PEN market operations by the 
Federal Reserve system are 
measured in the billions of dol- 

lars, and their direction can have a 
vital indirect effect on the level of the 
nation’s economic activity. Yet the 
actual techniques involved remain 
somewhat of a mystery. 

It is here proposed to take the 
reader “behind the scenes” to see how 
the day-to-day transactions are han- 
dled, and there will also be a look at 
the likely trend of open market opera- 
tions during the balance of 1955. 

Policies of the Reserve banks with 
relation to Government securities are 
now being watched with more than 
average interest. For Federal Reserve 
policy is veering from “active ease” 
to something which is not yet restric- 
tive but which could be so before the 
year is out. 

The main feature of 1954 was a re- 
duction in System holdings of Federal 
obligations that was a normal accom- 
paniment of a reduction in bank re- 
serve requirements, which piled up an 
unnecessarily large volume of excess 
money in banks. With the national 
business activity trend now rising 
there will be less reason, in coming 
months, to keep money exceptionally 
easy by making large scale net pur- 
chases of Treasury issues for Reserve 
System account. Yet, until inflation 
becomes resurgent and _ speculative 
buoyancy becomes rampant, there will 
be no cause to brake prematurely a 
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recovery by large scale open market 
sales of Government issues. 

During this year there will be more 
debates upon the “bills only” contro- 
versy of a friendly nature that has 
existed for more than a year between 
a group of Federal Reserve Board 
members headed by William McC. 
Martin, chairman, and Allan Sproul, 
vice-chairman of the Open Market 
Committee and president of the Fed- 
eral Reserve Bank of New York. Now, 
the Reserve system’s operations in 
Government issues are restricted to 
Treasury bills, “nearest thing to 
money.” This is on the assumption 
that it is the best way to develop in 
longer term Federal issues a market 
of “breadth, depth and resiliency.” 
The opposing view is that under cer- 
tain circumstances the Reserve system 
should operate in everything from 
bills to bonds and that the “breadth, 
depth and resiliency’”’ won’t be devel- 
oped by letting the market for longer 
Treasury obligations stand upon its 
own inadequate legs. 

The net result of each week’s open 
market operations in Treasury securi- 
ties is available for study in the 
weekly banking figures, which are an 
important guide to current Federal 
Reserve policy and should be required 
reading in all banks. Yet the opera- 
tions of the Federal are still pretty 
much top secret, so far as purchases 
and sales of Government issues are 
concerned, except on those rare occa- 
sions when the open market policy is 
supplemented by an “open mouth 
policy.” It is obvious that when hun- 
dreds of millions of dollars are in- 
volved in weekly dealings in securities, 
leaks of important information into 
the market would defeat policy, to 
say nothing of creating aleatory prof- 
its in the wrong places. 


Have key roles in Reserve’s 
open market operations 
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Hundreds of millions of dollars are involved in the weekly dealing in Federal obligations 


The policies of the Open Market 
Committee have many and rapidly 
changing objectives. They are de- 
signed to influence the flow of credit 
and change money rates by adding or 
subtracting from the money supply, 
which is the sum of currency outside 
banks and bank deposits of all kinds. 
They are aimed at giving banks addi- 
tional reserves or at taking them 
away. They also are directed at pre- 
venting or overcoming “disorderly”’ 
conditions in the Government securi- 
ties market—a polite adjective which 
means a crash in prices that is either 
unseemly or undesirable from the 
Government’s viewpoint. Also, in an- 
other objective, purchases are made 
from Government securities dealers, 
for 15 days or longer, to help them 
out at times when they find it difficult 
or unprofitable to borrow funds else- 
where than from the Reserve banks. 

At all times, in setting policy, the 
Federal Open Market Committee must 
be mindful of the fact that this 
nation’s growing economy requires an 
increase of approximately 3 per cent 
yearly in the supply of money. 

The Federal Open Market Com- 
mittee, which meets quarterly in 
Washington, comprises the whole 
Federal Reserve Board of 7 members, 
with Chairman Martin heading the 
committee, and five presidents of 
Federal Reserve banks, elected by the 
banks, of whom one must always be 
the president of the New York bank. 
For it is in New York that all open 
market operations are handled, then 
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allocated by formula among the other 
Reserve banks. 

The Open Market Committee has 
a subcommittee called the executive 
committee, chaired by Mr. Sproul, 
which makes day to day and week to 
week decisions within the broad 
framework of the quarterly directives 
of the top committee. The executive 
group meets at least weekly and can 
always get together at any time over 
the telephone. The manager of the 
Open Market Account is Robert G. 
Rouse, a vice-president of the Federal 
Reserve Bank of New York. 


HE end of this chain of command 

is in a trading room, complete with 
a quotation board upon which clerks 
put up latest prices on principal Gov- 
ernment securities hourly. Here at a 
series of desks in horseshoe formation 
sit about a dozen individuals whose 
job it is, under Mr. Rouse’s orders, to 
keep intimately in touch with the 
market for Treasury issues and to 
buy or sell them, in millions or billions, 
with a finesse that will not reveal to 
the marketplace too many secrets. 
When things occasionally really get 
popping in the market Mr. Rouse sits 
at the horseshoe and personally fixes 
the battle lines. 

This little group of traders not only 
handles the huge volume of trading 
for the Reserve banks, but also for 
the Treasury and its trust accounts 
and for foreign central banks. Every 
now and then, just to confuse the mar- 
ket, a trader associated with foreign 


accounts will trade for the Reserve 
system or the Treasury. Sometimes it 
is important to confuse issues. The 
market mustn’t ever know too much. 

Most transactions with dealers are 
on an agency basis, which means that 
dealers cannot ordinarily sell from 
their positions, but only as brokers. 
Commissions are strictly limited. The 
trading desk accumulates daily, and 
puts on worksheets, an enormous mass 
of data about the market, 

Every day dealers, in rotation, send 
representatives of their firms to the 
Reserve bank, before the market 
opens, to be interviewed by Mr. Rouse 
or by some other official identified with 
open market business. These inter- 
views are much like a cat-and-mouse 
game except that the Federal Reserve 
cat is benevolent, not bent upon 
dealer destruction, but merely upon 
draining him dry of all interesting or 
uninteresting information. Of course 
the dealers always hope that some 
morsel of useful information will 
come their way from the Federal, but 
this hope rarely is substantiated. 

Open market account traders do not 
disclose how much of any security they 
are currently interested in buying or 
selling, at least not initially; they just 
invite bids or offers and accept them 
on the basis of best price. The deal- 
ers, of course, must submit to playing 
the role of mice, because to be a 
“recognized” dealer is distinctive and 
a share of the vast Federal business 
is not to be shunned. The Federal at 

See OPEN MARKET OPERATIONS—Page 100 
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Amortization, under present easy credit, 
often fails to provide enough cushion 
against risks and depreciation 


THE HAZARD TN TODAYS 
HOME LOAN TERMS 


By 
MORTON BODFISH 


Chairman of the Board and President, 
First Federal Savings and Loan 
Association, Chicago 3, Illinois 


N the home mortgage field, the 

no-downpayment 30-year mort- 

gage plan has created a consider- 
able amount of discussion. Much of 
this has emanated from _ political 
sources and project builders who per- 
haps would benefit most from the 
acceptance of this plan, but who have 
said very little concerning its ulti- 
mate effect on both the lender and 
the borrower. In the long term mort- 
gage field, I believe that very careful 
thinking is needed by all concerned 
regarding risk in relation to amortiza- 
tion and depreciation. 

In recent years there has been a 
rather universal acceptance by savings 
and loan institutions and other lend- 
ers of the concept of amortization in 
the home mortgage field. However, 
there is little information available 
dealing with the question of how long 
the amortization should be. In the 
early ’30’s, the savings and loan asso- 
ciation period was 11 or 12 years, 
the Home Owners’ Loan Corporation 
term was 15 years, and the F.H.A. 
maximum was 20 years. In recent 
years, many savings and loan associa- 
tions have put their conventional 
amortized loans at 15 to 18 years. 
Then suddenly, « few months ago, 
operative builders wanted 40-year 
amortizations and nominal downpay- 
ments in order to provide rapid hous- 
ing sales which have characterized the 
post-war period. No downpayment and 
30-year terms have become possible 
under the V.A. The much-heralded 
Housing Act of 1954, through speeches 
and the flow of material supplied by 
the federal government housing agen- 
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In 30-year loan, depreciation outpaces amortization until 9th year 


Called minimum safeguards: 10% downpayment, 25-year term 


cies, has also indicated that 30 years 
is now the accepted amortization 
period. 

Are there principles which give any 
key to a wise and financially safe 
mortgage amortization term? Com- 
mercial banks consider they have 
stretched the limit when they permit 
a five-year amortization on a com- 
mercial loan, and they strongly favor 
loans much shorter. Some _ sources, 
including many railroad companies, 
assumed that steam railroads would 
last forever, so, any amortization or 
depreciation was probably unneces- 
sary. Some railroad bond issues were 
predicated on this thinking, and be- 
cause of financial manipulations and 
excessive debt structures have re- 
sulted in many companies going 
through reorganizations. Equipment 
trust financing in connection with 


railroads apparently attempted to re- 
late the amortization to something 
less than the life of the equipment— 
approximately 20 years. Municipal 
bonds appear to be on terms ranging 
anywhere from 10 to 25 years, appar- 
ently in some cases turning on how 
the investment bankers felt or the 
arbitrary terms set by the states, 
rather than any considerations of 
the length of life of the security or 
the continuance of income. Public 
housing bonds, with a lefthanded but 
apparently good guarantee by the tax- 
payers of the whole United States of 
America, use terms ranging from 5 to 
30 years. Even public utility financing 
with heavy long term debt is related 
to income and amortized reasonably 
under the life of the real estate and 
equipment securing the debt, with 
terms ranging from 15 to 20 years. 
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A 10% cushion of safety is not realized until end of the 16th year 
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Larger downpayment effectively offsets hazard of longer maturities 





Why lenders are concerned over “super liberal” housing credit 
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Real estate financing is properly of 
a long term nature, and we all accept 
the desirability of the home or small 
property owner’s debts being con- 
solidated in a single debt retired by 
monthly payments applied to taxes, 
hazard insurance, interest and prin- 
cipal. Some also feel that the single 
debt concept should include in the 
payment those things which make 
a house a home, such as refrigerator, 
stove, television set, and other major 
appliances which almost every home- 
owner buys. However, it would seem 
that prudent lenders, acting as trus- 
tees for the savings placed with insur- 
ance companies, commercial banks and 
savings associations, should plan their 
advances so that there is some margin 
of security at all times during the 
long term debt. This might be bal- 
anced by the fact that mortgage rates 
are somewhat higher than the rates 
of other long term securities and that 
the lenders can build reserves to com- 
pensate for losses that arise in case 
debts must be realized and market 
values are less than the indebtedness. 
However, this seems a dangerous 
approach unless, in order to achieve 
the very highest degree of widespread 
home ownership, special risks are 
knowingly taken by institutional lend- 
ers, and they can further increase the 
interest rate or collectivize them such 
as is done by the Federal Housing 
Administration. 


HAT then are risks which must 

be compensated for in determin- 

ing the proper relationship which must 
be maintained between amortization 
and depreciation, or the loan value ra- 
tio? The risks and uncertainties are nu- 
merous and complex. For example, the 
risks which are most easily analyzed 
at the time the loan is made are prob- 
ably the risks associated directly with 
the borrower. Here most of the facts 
regarding his income, employment, 
personal fortune, age, dependents, 
present obligations, reliability for 
payment of debts, health, future pros- 
pects for economic advancement or 
decline, etc., can be readily obtained 
for analysis and proper protective 
measures taken. Probably the greatest 
unforseeable risks assumed by the 
lender with regard to the borrower 
which must be compensated for in 
the terms of the loan are future un- 
employment, family breakup through 
death or divorce, and over-borrowing. 
The second major class of risks are 
those which are attributed directly 
to the property being financed. Not 
only should the present value of the 
property be related to the amount of 
loan considered, but also the estimate 
made of the economic life and future 
value must be related to the term of 
the loan. The Society of Residential 
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Appraisers defines depreciation as 
“loss in value from any cause.” This 
definition indicates that depreciation 
should not be strictly related to the 
physical disintegration, caused by nor- 
mal wear, but should also include: 
functional obsolescence, caused by 
antique design, inadequacy or out- 
moded equipment; economic obsoles- 
cence, caused by changes in the neigh- 
borhood; and, the possible loss of 
value arising from a sudden decline 
in the market value of homes, fluctu- 
ations in the business cycle, or over- 
supply of homes. If it were not for 
this last group of circumstances, the 
mortgage lender could evaluate the 
borrower’s risks fairly accurately and 
would be able to make loans at rates 
which would cover the cost of money 
and cost of mortgage operations and 
on terms which would barely keep 


the amortization ahead of the physical 
depreciation. 

Another group of risks to be con- 
sidered in establishing a proper loan 
value ratio are legal risks. These 
risks can become a real problem when 
you consider that in all states real 
property tax liens take precedence 
over mortgage liens, and in many 
states personal property tax liens or 
mechanics liens also take precedence. 
Mortgage moratorium laws create 
risks in some states. They became a 
real problem during the depression 
period of the 1930’s, adding appreci- 
ably to the costs of protecting the 
savings of those whose funds made 
mortgage loans possible. Both fore- 
closure laws, and costs incurred due 
to court procedures, redemption pe- 
riods, lawyers fees and other expenses, 
vary greatly from state to state. For 


Slower depreciation rate makes small difference in risk outlook 


10% downpayment still needed, despite use of slower depreciation rate 
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example, in 1937 the Home Owners’ 
Loan Corporation in writing about 
their experience of foreclosure costs 
and the time required to complete the 
process reported that at one extreme 
stood Illinois, where at that time it 
cost over $800 to foreclose a $10,000 
mortgage and took over 1% years to 
complete acquisition of the property. 
This resulted in a loss of interest, 
payment of insurance, accruing taxes, 
and depreciation amounting to ap- 
proximately 25 per cent of the mort- 
gage. On the other extreme, in Massa- 
chusetts, the costs were about $30 
and the entire process took only two 
months so the total costs ran only 3 
per cent of the mortgage. Since that 
time, the costs in Illinois and many 
other states have increased and have 
become even a greater risk. 

Although there are many other 
risks which could be cited, I believe 
enough of the unpredictable hazards 
have been mentioned to indicate that 
when the conventional mortgage loan 
is made using the real estate as the 
primary basis for the loan, a safety 
area must exist between the value 
of the property and the amount of 
the loan. This safety area can be pro- 
vided and risks counterbalanced by: 

1. A downpayment which gives the 
borrower an immediate, substantial 
interest in the property; 

2. Shorter loan maturities; or 

3. Some type of insurance protec- 
tion such as that provided by the 
government for F.H.A. or G.I. loans, 
protection provided by private insur- 
ance companies as used in England, 
or self-insurance by private institu- 
tions with large reserves. 


ITH the trend toward stretching 

out maturities as far as pos- 
sible, and with no plans for private 
insurance protection, it would appear 
that the downpayment must, for the 
average loan, provide the principal 
cushion for these unpredictable risks. 
How much of a safety area is neces- 
sary between the value of the property 
and the amount of the loan? Also, 
what are the maximum terms and 
maximum percentage of loan to ap- 
praised value that can be used in 
conventional lending which will pro- 
vide the necessary protection to lend- 
ers and the mortgage terms which 
are considered desirable by the bor- 
rowers? To answer these questions, 
it is necessary to establish an average 
rate of depreciation for residential 
properties against which the amorti- 
zation of the loan must provide pro- 
tection. This involves a forecast of the 
future value of the property over a 
number of years taking into account 
all predictable factors and unpredic- 
table factors of economic fluctuation. 

See HAZARD IN MORTAGE TERMS—Page 91 
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Check packs, in alphabetical order and racked in date sequence, ready for cycled statements 


A 25-35 PER CENT TIME-SAVER 
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ew Plan for FILING CHECKS, 


PREPARING STATEMENES 


JOHN E. DANIELS 


Assistant Cashier, Valley National 
Bank, Phoenix, Arizona 


ROBABLY the most monoto- 

nous job in any bank is the 

filing of checks, and it usually 
falls to the lot of newly employed 
personnel to receive the assignment 
to this onerous task. 

Thus the news that 7,000 checks 
can be filed in five minutes under a 
plan developed and now in opera- 
tion at Valley National Bank should 
be welcome information to many 
apprentice bankers. 
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President Carl Bimson, right, gives Mr. Dan- 
iels $500 check as Mrs. Daniels looks on 


In appreciation for plan 





Operations officers, too, will be 
interested to learn that the new 
system results in the elimination of 
much tedious work and that, at the 
same time, it produces an overall 
time-saving of 25 to 35 per cent 
in the job of checking, check-filing 
and statement operation. 

For two years now, this plan has 
been thoroughly tested in nine of 
the Valley National Bank’s branch 
offices that provide a range in size 
from 1,000 to 7,000 accounts. So 
successful has it proved in actual 
practice that arrangements are now 
under way to introduce it not only 
in the bank’s home office but also 
in the bank’s remaining 26 branches 
throughout the state. 

Full instructions on the instal- 


See CHECK-FILING PLAN—Page 98 
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The ninety acres of Roosevelt Island 
Potomac Portrait 


lying offshore from the Lincoln Memorial 
(upper left) and preserved in their 





natural state as a memorial to the great 
conservationist, Theodore Roosevelt. 


NO. 9 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’S HISTORIC RIVER 
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Check of “our youngest president” 


written during his second term 


of office in 1908 
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The RIGGS NATIONAL BANK 


of WASHINGTON, D. C. 
FOUNDED 1836 


LARGEST BANK IN THE NATION’S CAPITAL 


Member Federal Deposit Insurance Corporation * Member Federal Reserve System 
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WASHINGTON VIEWPOINT 








Treasury Financing 
Off to Smooth 1955 Start 


Despite some initial criticism by 
members of the opposite party in Con- 
gress, the Treasury appears to have 
scored a major success in making its 
bold offering of a 40-year, 3-per cent 
bond in exchange for $15 billion of 
maturing and called securities. This 
turned out to be one of the smoothest 
Treasury financing operations of re- 
cent times. Secretary George M. 
Humphrey and his Undersecretary for 
Monetary Affairs, W. Randolph Bur- 
gess, will not be confronted with a 
major refinancing problem again until 
December. 

Holders of the 2% per cent Treas- 
ury bonds of 1955-60 were given the 
choice between the 40-year bonds or 
13-month notes bearing 154 per cent. 
In announcing the issue, the Govern- 
mént’s financial engineers declined to 
hazard a guess what percentage of the 
$1,611 million of the called bonds 
would be exchanged for the 40-year 
issue. It turned out to be nearly 74 
per cent. Whether this was higher or 
lower than the Treasury’s secret hopes 
is not known, but there can be no 
mistake about the feeling of satisfac- 
tion—even delight—displayed by top 
Treasury officials when they closed the 
books on the new issue and counted 
up $1,917 million of exchange commit- 
ments. 

Mr. Humphrey and Mr. Burgess had 
reason to be pleased on a second count, 
too. Their design of the issue turned 
out to be dead accurate, in terms of 
the price reaction of the market. Ini- 
tial trading in the new issue hovered 
around a price of par plus 3/32, which 
is precisely where the Treasury want- 
ed it. The Burgess theory of market- 
ing Federal securities is that the least 
disturbance takes place when a new 
issue comes out “right on the market,” 
which means par plus a small margin 
or premium. 


The success of the bond issue has | 


also reflected credit on the actions of 
the Federal Reserve System in in- 
fluencing market conditions so as to 
provide a favorable reception for the 
Treasury’s $15 billion refinancing 
operation. The offering took place 
during a seasonal period of easy bank 
reserves, which could easily have 
brought upward pressure on Govern- 
ment security prices. To obviate this, 
the Federal Reserve during January 
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By JOHN DONOGHUE 
Washington Correspondent 


modified its previous policy of main- 
taining “active ease’ and became a 
seller of Treasury bills in considerable 
volume. The effect of this maneuver 
was to mop up excess bank reserves 
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Daniel W. Bell, President 
Washington, D. C. 
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and hold money rates steady. 

During the next few months, cur- 
rent Treasury income is expected to 
exceed expenditures owing to the fact 
that collections of corporation taxes 
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are largely concentrated in the first 
half of each calendar year by opera- 
tion of the “Mills Plan.” Accordingly, 
the cash deficit of $9.0 billion recorded 
at the end of January is expected to 
be cut in half by the end of June, 
which marks the close of the 1955 fis- 
cal year. During this period, there 
will be some refinancing of short-term 
securities, but these operations can be 
regarded as routine. 
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*“Tax-Equality”’ Issue 


Considerable debate over the past 
several years has revolved around the 


competitive advantage enjoyed by 
mutual and cooperative savings in- 
stitutions over commercial banks as 
to taxes’ on earnings. The current 
year is no exception; already the visit- 
ing delegations of officers of State 
bankers associations are voicing their 
feelings about it. 

In the top echelons of the Treasury 
there is genuine sympathy for the 
bankers’ position, and a desire to help. 
But the Treasury is up against the 
hard fact of an unbalanced budget; 
any action that it may take or recom- 
mend to Congress toward tax reduc- 
tion is certain to come under the 
closest scrutiny. And particularly this 
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Yesterday’s losses can be insured now! 


Indemnity’s new excess Bankers’ Blanket Bond insurance provides 
catastrophe protection for discovered losses in excess of a specified under- 
lying amount. It applies whether the losses occurred before the bond 


was written or while it is in force. 


If you like, you can buy this new coverage to provide excess protec- 
tion on employee dishonesty only. And it is available at reduced, low rates. 


Get all the details on this new, money-saving Blanket Coverage from 
your Indemnity Company Agent. He will be glad to show you how easily 
it can be fitted into your present insurance program. 








year, in which reduction of personal 
income taxes in the low brackets is 
an acute political issue, an appeal to 
the Treasury for mitigation of bank 
income taxes, even to correct a dis- 
criminatory situation, is most unlikely 
to succeed. 

The Treasury’s current attitude is 
that of welcoming any constructive 
suggestions that bankers may have— 
and there have been some. One ap- 
proach that seems to be making some 
headway is to apply to the savings 
banks and savings and loan associa- 
tions a rule that interest or dividends 
may be paid tax-free up to 2% per- 
cent, which is the limit imposed by 
law on the commercial banking sys- 
tem. If savings and loan associations 
wish to pay higher returns to savers, 
according to this plan, the excess 
should be regarded as rate competi- 
tion and held subject to the corpora- 
tion profit tax before distribution. 
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Private Funding For 
Schools. Housing. Utilities 


In the early-1955 messages to Con- 
gress, the President has laid great 
emphasis on the need for accelerated 
investment of money and effort in the 
construction of *more schools, more 
housing for newly-forming family 
units, and more large scale develop- 
ment of natural resources. In all these 
proposals Mr. Eisenhower has clung 
to the principle that a vigorous pri- 
vate enterprise economy has_ the 


| ability to meet these needs with a 


minimum of Government assistance. 

Critics of the President’s philoso- 
phy of maximum reliance on private 
financing of these desirable programs 
are emphatic in stating their view 
that the financing is likely to be 
tardily effective. Their preference is 
for a much closer tie-in with the credit 
of the Government, such as public 
housing authorities now enjoy—in 
short, a subsidy arrangement with 
the Treasury footing a _ substantial 
part of the bill. 

From the standpoint of an _ indi- 


_ vidual banker, the issue boils down 


to about this: (1) Under the Presi- 
dent’s plan, local banks will be invited 
to participate as underwriters and 


| dealers in the securities offered by 


| Under the critics’ 


local or State-wide “authorities”; (2) 
plan, banks are 
called upon to generate a supply of 


| credit immediately reflected in an in- 


crease of the public debt. 
It cannot be denied that the Presi- 
dent’s plan entails some delays which 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies, which are headed 
by Insurance Company of North America, founded 1792 


| will evoke strident demands for more 
rapid action. The delays will arise 
from restrictive provisions existing in 
State laws, taking some time to ad- 
just. Admittedly, a free-wheeling Fed- 
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be done. Similarly, safety paper is the “stopper” that prevents 
check tampering, nipping financial damage in the bud. When you 
provide your customers with checks lithographed on La Monte 
Safety Papers you automatically give them this protection .. . 
plus the added bonuses of pride and prestige which all of us feel 
when were using a high-quality product. Your customers will 
appreciate checks lithographed on LaMonte Safety Papers. 
Samples may be obtained from your lithographer or from us direct. 





A Check Paper All Your Own 
Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


Sree eee 









THE WAVY LINES @ ARE 
A LA MONTE TRADE-MARK 








March, 1955 47 














48 





ESTERBROOK DESK SET with 


Finger grip never 
touches ink. No chance 
for ink to touch you. 


Point instantly inter- 
changeable and renewable. 
More than 30 point styles. 


Fountain-base ‘“‘ink-locked”’ 
against accidental spillage. 


...and so outstanding it Only the pen unlocks the ink. 


carries a 30-day money back 
guarantee! Patented ink- 
fountain in base automati- 
cally fills pen...keeps it 
ready to write a full page 
or more every time you 
take it from the socket. 


Fountain-base holds 40 times 

more ink than ordinary fountain 

pen. Won’t leak. Won’t flood. Easy 
to clean as a saucer. 














*30-DAY MONEY Back 
TRIAL OFFER 


Your regular d 
8lad t 

ae me of thes 

= -Filling Desk Pens 

your own desk for 


30 da : 
ndin, with the under- 


ealer 


Choose 


THE RIGHT POINT FOR 
THE WAY YOU WRITE 


4 TO SELECT OR REPLACE 
...- HERE'S ALL YOU DO 


MORE THAN 30 POINT STYLES 


i ee : ff p 4 
| r ; 
2556 if 2550 &  ; 9460 . (x 668 NY 2084 of 


30 NUMBERED POINTS—FOR EVERY WRITING JOB 


CE 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd. 
92 Fleet Street, East; Toronto, Ontario 


Pubs. 


COPYRIGHT 1955 
THE ESTERBROOK 
PEN COMPANY 





eral hand-out program would short- 
cut these obstacles. But to a banker 
this spells inflation, and he wants no 
part of it. Monetary stability was too 
hard won. 


Parking Lot Tax Relief 
May Pass 84th Congress 


Recently, two banks have been badly 
set down by the United States Tax 
Court after having purchased adjoin- 
ing real estate for the purpose of 
providing parking facilities for cus- 
tomers. Legislation is now before the 
House of Representatives, designed to 
give banks the same depreciation and 
write-off privileges which other types 
of business can invoke when old build- 
ings are torn down to provide cus- 
tomer parking facilities. 

The difficulty arises from the long- 
standing rule that a bank cannot en- 
gage in the real estate business, in 
the sense that a bank is not permitted 
to invest funds in real property with 
the intention of deriving a profit from 
rentals. This presents a tax difficulty 
in a case where a bank purchases im- 
proved land adjacent to the banking 
house with the intention of demolish- 
ing existing structures in order to 
provide customer parking and drive- 
in service. 

The Internal Revenue Commis- 
sioner has taken the position that a 
bank cannot take depreciation on a 
building that stands on land acquired 
for eventual use as a parking lot. It 
is held that the bank’s only legitimate 
interest is in the land; hence the 
building is legally worthless to the 
bank, even though there may be rent- 
paying tenants during the period be- 
tween the acquisition of the property 
and the actual demolition of the build- 
ings. The Tax Court has upheld the 
Commissioner’s position. 

For the Lynchburg National Bank 
and Trust Co. of Lynchburg, Virginia, 
the problem was aggravated when a 
building on adjacent land intended for 
future parking lot use was rendered 


| useless by fire. The building was in- 


sured and the bank collected $9,900. 
On the Commissioner’s court-upheld 
theory that the building was worth- 


_ less, the bank was required to pay in- 





come tax on the $9,900 indemnity. 

A similar problem was encountered 
by the Mechanics and Merchants Bank 
of Richmond, Virginia. This bank’s 
tax accountant, Thomas M. Bullock, 
has launched a campaign for correc- 
tion of this inequity—in the only place 
where correction can be obtained, 
namely, in Congress. He has the sup- 
port of the American Bankers Asso- 
ciation’s Tax Committee chairman, 
Lee P. Miller, who has recommended 
corrective legislation to the Joint 


Burroughs Clearing House 








Committe on Internal Revenue taxa- 
tion. 

The bill now before the House was 
entered by Rep. J. Vaughan Gary of 
Virginia. Its effect is to say that a 
taxpayer who purchases land with a 
building standing on it is entitled to 
a fair tax valuation basis for depre- 
ciation purposes regardless of whether 
he buys the property with the inten- 
tion of demolishing the building. 


* e oF 


Federal Reserve Shifting 
To a More Cautious Policy 


The credit policy of “active ease” 
which the Reserve System followed 
during 1954, and for which it was 
highly praised by the President and 
the Council of Economic Advisers, has 
been set aside for 1955, and a much 
less pliable policy adopted in its place. 

As expressed by Dr. Winfield W. 
Riefler, assistant to the Reserve Board 
chairman, the credit policy problems 
to be faced during the months ahead 
“will be increasingly associated with 
exuberance rather than lethargy in 
the economy.” 

Whereas in 1954 the policy was to 
maintain fluidity in the reserve posi- 
tion of the banks without negotiations 
at the discount window, the present 
attitude is that the reserve funds are 
ample and available, but at a price. 
This was particularly visible in the 
week of February 9 to 16, in which 
the System sold about $200 million 
Treasury bills and simultaneously 
made up for the drain on reserves by 
discounting $200 million of paper. So 
the net effect on the reserve position 
was just about zero, yet the banking 
system found itself in debt to the Re- 
serve Banks by an additional $200 
million. 

The new Reserve policy is based on 
a desire to hold money rates just about 
where they are. The reason for the 
maneuvering like that of mid-Febru- 
ary is a tactical one. It gives the 
Reserve authorities a little more 
agility if they have a number of banks 
well “in hock.” So while the System 
is by no means holding back reserve 
funds from the banks, it is providing 
them on a less casual basis than last 
year. 

Dr. Riefler has explained that the 
Federal Reserve is keeping its eye on 
economic “straws in the wind’— 
notably consumer credit and the high 
rate of liberal-terms mortage lending. 
Clearly, the System wishes to be in a 
position to apply general credit re- 
striction if these two areas of lending 
show too much “exuberance.” Now 
that Regulation W and K no longer 
apply, the System must rely on in- 
direct controls, and is simply maneu- 
vering itself in a position to use them 
effectively should the need arise. 
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seal out drafts 


Be ote At least two wits of a javelin , 
door entrance always contact 
& the circular enclosure wall. 
/ \ Thus a draft cannot be created — 4 
= _ through revolving doors, __ 
_ because they are always closed: 
yet always open—admitting c 
about 26 cubic feet of outside 
air each time used > oS ce 
97% less than admitted nye P 
swing doorentrance. 





Even in coldest weather, no 
drafts get past an “always open 
— always closed” revolving door 
entrance. There’s no build-up of 
stack draft and wind pressure 
that make swing doors stubborn. 
No chilling blasts and clouds of 
dust whip down corridors and 
up stair wells. Instead, all floor 
space is made profitably usable 
right up to the doors .. . interi- 
ors are kept cleaner and more 
comfortable . . . with resultant 


fi 
‘ia 


| 
ae 
2 1 ¢ 
pail a 
savings on heating and redeco- — " a... “=a 
rating costs which can soon pay 
for a revolving door entrance. 
And that’s only part of the big 
cost-saving story contained in 


the new International Entrance- 
Planning Manual. 





New International Revolving Door 
Entrance at the Investment Build- 
ing, 15th and K Sts., Washington, 
D. C., which replaced revolving 
doors in use for 40 years. 






See Sweet’s Architectural File 
REVOLVING DOOR ENTRANCE DIVISION 
2054 EDGAR ST. EVANSVILLE 7, IND. 
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Mosier Flush Type ‘‘Picture Window” for Drive-in Banking. Note how cover of deposit unit opens to 45° angle, allowing safe, easy access to customer’s hand. 




















RESULT: 


A definite line of distinction, now, between 


“PICTURE WINDOWS" and all others! 


You recall when it began—just four months ago on these very same pages—with the intro- 
duction of Mosler’'s new “Picture Windows” for Drive-in Banking. Until then you might have 
bracketed all drive-in windows together in your thinking. But not any more—for plenty of reasons! 





It’s pretty obvious what first caused bankers Teller’s hands are free at all times. Her vision 
all over America to set “Picture Windows” apart is free and unobstructed, too. Customer reaches 
in their thinking. Your eye can hardly miss it. teller’s unit easily —even with large bag de- 


posits. There is no chance of fingers catching 
or money blowing away. For unit is 100% safe 
. . » 100% windproof. And any chance of em- 
barrassing errors in transactions is eliminated, 
because deposit receptacle is glass-covered and 


But the really decisive factor seems to have 
been the ingenious mechanism behind this 
inviting, new “open” look which Mosler and 
Henry Dreyfuss created to harmonize with 
modern bank architecture and bring teller and 





customer closer together. money is never out of customer's sight. 
Actually, it’s the only fully automatic mech- If your immediate or long range plans include 
anism of its kind in a drive-in window, today. modern drive-in facilities, you'll be interested 
One touch of a push button, and electricity in all the other new features built into these 
does the rest . . . sends the teller’s unit out... new Mosler units, too. Mail coupon for our 
opens its cover to an easily accessible 45° angle new “Picture Window” catalog. It'll show you 
. . . then retracts it automatically after 15 why these units have won such widespread 
seconds (or any interval you desire). acceptance, so quickly! 








Inside of new Mosier ‘Picture Window" is 
designed for split-second efficiency. Note glass 
lid of deposit receptacle, which is counter- 
balanced for effortiess operation by teller. 
Money is never out of customer's sight. Speaker 
system permits easy conversations .. . leaves 
teller’s hands free. Two big cash and storage 
drawers are positioned for quick, easy access. 








New Mosler Bay Type ‘‘Picture Window” for Drive-in Banking has same “‘open’”’ 
look ... Same ingenious mechanism as flush type. 


The Mosler Safe Company, Dept. 2. 

320 Fifth Avenue, New York 1, N. Y. 

Please send me your new catalog which gives complete details and 
specifications for the new Mosler “Picture Windows” for Drive-in Banking. 


if it's Mosier ... it's safe 


* Mosler Safe “7 
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World’s largest builders of safes and bank vaults .. . | 
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en res" a POSITION___ 

Mosler built the U.S. Gold Storage Vaults at Fort Knox and BANK _ a ee Se ee ee 
the famous bank vaults that withstood the 

Atomic Bomb at Hiroshima ADDRESS —— — - 
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Helping bankers help businessmen is a big part of our job. 


When another viewpoint would be helpful... 


Cal your tip I the ULMNGS 


Customers can—and do—come up with ques- 
tions of every kind. Happily you are equipped to 
resolve most of them in rapid order. But occasional- 
ly a special question arises where additional aid or 
another viewpoint would be helpful. 


That’s the time to call your man at the Irving. 
That immediately brings you his broad experi- 


ence and the combined talents of experts in every 
field of commercial banking plus the facilities of a 


world-wide network of correspondents. 
€ 


Your man at the Irving is particularly anxious 
for you to realize that any question—no matter 
how complicated—will be welcomed. Just get in 
touch with him—he’ll be glad to talk with you. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $123,000,000 
WituaM N. Enstrom, Chairman of the Board 


Total Assets over $1,400,000,000 
Ricuarp H. West, President 


Domestic Banking Division, NoLran HarricAan, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 
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THE PERSONALITY SPOTLIGHT 








One of the most prominent names in 
banking and finance over the past two 
decades is back again in the news. 

Marriner S. Eccles, long chairman 
of the board of governors, Federal Re- 
serve System, has been named chair- 
man of the board at the First Security 
Bank of Utah, N.A., Salt Lake City, 
succeeding Charles L. Smith who has 











MARRINER S. ECCLES 


Again in the news columns 


retired. Mr. Eccles also serves as chair- 
man of the board of First Security 
Corporation. 

D. Owens Thurman has been ele- 
vated from vice-president to senior 
vice-president in charge of the Time- 
way department for the entire system 
of First Security Bank of Utah. 

In First Security’s Salt Lake divi- 
sion, J. N. Pike, Heber F. Aldous, J. L. 
Rieben and Raymond G. Willie have 
been promoted to _ vice-presidents; 
Denzil Petterborg and Norval H. Lam- 
bert named assistant vice-presidents; 
J. D. Davis advanced to assistant man- 
ager, W. S. Meyers, Jr., to assistant 
cashier. 

The following promotions have been 
made in the Ogden division: J. Wil- 
lard Hatch, vice-president; Don A. 
Carlson, assistant vice-president; D. F. 
Wight, manager of the Timeway de- 
partment. 


° 


Dunlap C. Clark has joined the Cen- 
tral Valley Bank of California, Rich- 
mond, as vice-chairman of the board 
and a director. Recently he has been 
serving as first vice-president, Board 
of Port Commissioners, in Oakland, 
California, but for seven years he 
headed the Central Bank in Oakland 
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as president. He also was president of 
The American National Bank of Kala- 
mazoo, Michigan, for a number of 
years. From 1920-1933 he was with 
the Continental Illinois National Bank 
and Trust Company, Chicago. 


- 


Reelected president of the Federal 
Advisory Council of the Federal Re- 
serve System for 1955 is Edward E. 
Brown, chairman of The First National 
Bank of Chicago. Elected vice-presi- 
dent is Robert V. Fleming, president 
and chairman of the board of The 
Riggs National Bank of Washington, 
D.C. 

Named directors are William D. 
Ireland, president, The Second Na- 
tional Bank of Boston; Henry C, 
Alexander, president, J. P. Morgan & 
Co., Incorporated, New York City; 
and Frank R. Denton, vice-chairman 
of the board, Mellon National Bank 
and Trust Company, Pittsburgh. 

These five officers and _ directors 
constitute the executive committee of 
the Council. Herbert V. Prochnow, 
vice-president, The First National 
Bank of Chicago, has been reelected 
secretary. 


e 


To have the president of a bank 
appear as guest star on a competing 
television show is a paradox that 
attracted considerable notice in Chi- 
cago recently. 

Harris Trust and Savings Bank is 
sponsor of a weekly show publicizing 
basic industries in Chicago, and when 
it came time to spotlight banking it 
was decided that Homer Livingston, 
president of the First National Bank 
of Chicago and president of the Amer- 


A television anomaly 





ican Bankers Association would be 
the ideal man to “star” on the program. 

Kenneth V. Zwiener, (right) presi- 
dent of Harris Trust, appeared on the 
show with Mr. Livingston (center) and 
introduced him to the audience. Also 
shown in the view below is Fahey 
Flynn, narrator. 

Highlight of the program was a 
sequence titled “The Story of a Check,” 
filmed especially for the show and 
narrated by Mr. Livingston. With 
scenes taken at both banks, it traced 
the journey of a check drawn on Harris 
and cashed at the First National. 


7 
Topping a series of important pro- 


motions at the First National Bank 
and Trust Company, New Haven, 








JOSEPH H. ALLEN 


Moves up to presidency 


Connecticut, Dwight L. Chamberlain 
has become chairman of the board and 
his successor as president is Joseph 
H. Allen, formerly a senior vice-presi- 
dent. 

Newly advanced to senior vice- 
presidents are J. Coy Reid, from exec- 
utive vice-president, and William G. 
Cleaver, from vice-president and trust 
officer. 

Others promoted, and their new 
titles, are: Thomas Hooker, vice- 
president; Grace E. Bourne and John 
E. English, vice-presidents and trust 
officers; Paul C. Benson and James 
W. Berrie, trust officers; W. S. Fo- 
garty, assistant cashier. 


° 


Gwilym A. Price, president of West- 
inghouse Electric Corporation, has 
been elected a director of the Mellon 
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National Bank and Trust Company, 
Pittsburgh. At one time he was presi- 
dent of what is now the Peoples First 
National Bank in Pittsburgh. 


4 


For his 17 years of service as sec- 
retary of the trust division, Merle E. 
Selecman, executive manager of the 
American Bankers Association, was 
honored at the recent A.B.A. Mid- 
Winter Trust Conference. As a gift 
of the men who served as division pres- 
idents during his tenure as secretary, 
Mr. Selecman received a silver tray 
engraved with their signatures. He 
was also presented with a collection of 


letters from leading trustmen, bound 
into a book. 

The presentations were made by 
Evans Woollen, Jr., president of the 
American Fletcher National Bank and 
Trust Company, Indianapolis, who 
headed the trust division in 1946-47 
and was later A.B.A. president. 


od 


New president of the Chicago Na- 
tional Bank is Frank G. Anger, form- 
erly vice-president and director, who 
takes over the office held by Chair- 
man Lester Armour since the death 
of Robert D. Mathias in 1953. Mr. 
Anger has been with the bank and its 




















BANCO GELATS 


HABANA, CUBA 


Statement of Condition at December 31, 1954 


cd 
ASSETS 

Cash on hand and Reserve in Banco 

i $11,996,038.51 
Cash due from Banks and Items in’ 

alin 3,259,843.73 $15,255,882.24 
NSS SEL EP ROT 9,859,528.77 
Municipal and other Government Obligations___~___- 395,479.00 
Stock of Banco Nacional de Cuba____------------- 186,000.00 
Other Bonds and Securities.....................-. 1,540,632.56 
IES ES EEL” RE EE 28,959,204.26 
Banks Premises, furniture and fixtures__._________- 345,109.92 
EE RESET ee oe a en 372.619.30 
Customers Acceptances under Commercial Letters of 

hi ELIS LE I IT Oa A OTT POS CNET 390,375.29 
ad ot lamlidiibiaia alain 912,750.21 

po A a ee ee ee $54,217,581.55 

& 
LIABILITIES 

II iascnicseita then thcciotacciahtetn SAlg tiabaicirstilcsh:yn eninsbiniamneiiinn $46,731.661.8 
NS ET RF KET Eee 1,568,120.00 
Outstanding Acceptances under Commercial Letters of 

Credit issued by us or for our account___-_--~-_- 390,375.29 
Be ie a cai nicin sci chaten inti apne ainda aiaaigae ison — 571,554.65 

pr | et E. Seeee cener eeee e $49,261,711.78 

CAPITAL ACCOUNTS 

Capital Issued and paid__-_----_---~- $ 2,000,000.00 
ON RT a Ee a 2,750,000.00 
eS ee ae 205,869.77 4,955,869.77 


TOTAL LIABILITIES AND CAPITAL ACCOUNTS-$54,217,581.55 


SECURITIES IN SAFEKEEPING...-..--_-________ $58,196,957.49 


JUAN GELATS, President 
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FRANK G. ANGER 


Chosen by Chicago National 


predecessor institutions since 1926. 

In making other important man- 
agement promotions, two newly 
created titles have been adopted. 
Charles Re McEldowney, previously 
a vice-president and director, is now 
vice-chairman of the board. Elected 
senior vice-presidents are Maurice 
Cohn, formerly president of the re- 
cently acquired Liberty National Bank, 
and Carroll E. Prater and Walter R. 
Costello, vice-presidents. J. Forbes 
Burns, manager of the real estate de- 
partment, has been elevated to vice- 
president. 


od 


Four officers of the National Bank 
of Commerce, Houston, Texas, pro- 
moted to vice-presidents are G. W. 
Coles, Jr., Farrand Flowers, George 
W. Ebanks and W. J. Ward, Jr. 


* 


Presidential-United Defense Fund 
citations went to two Bank of Amer- 
ica officers in Los Angeles at a recent 
luncheon. Here, General Omar Brad- 
ley, left, national campaign chairman 


of the United Defense Fund, is shown 
| presenting two citations to Vice-Pres- 


ident Glenn E. Carter: one for him- 
self, and one for A. J. Gock, retired 


United Defense Fund citations 
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by The man behind 
this sign... ' 





ed 


is the source of new business 








for your bank 


Doubtless you are acquainted with the IH dealer in your town. 
More than likely you know him as a real asset to your community 
—a good citizen and a leading business man. 

Your local IH man deals primarily in capital goods—products that 
pay for themselves in use. He firmly believes that every customer is 
entitled to and shall receive two distinct services—one from the 
product itself and the other from the organization behind it. 

The IH dealer in your town is a real source of new, profitable busi- 
ness for your bank. See him today about financing IH tractors and 
farm implements, International motor trucks, refrigeration prod- 
ucts and air conditioners! 










INTERNATIONAL 


HARVESTER 
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board chairman of the bank, who was 
out of the city. 

Mr. Gock is national vice-president 
of the fund group, while Mr. Carter 
is immediate past president of the 
Los Angeles Area USO. 


* 


Louis W. Bishop, who recently joined 
Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina, has 
been named senior vice-president. He 
holds a key post in the correspondent 
bank division, with headquarters at 
Charlotte. Mr. Bishop has had a long 
banking career, and has also been 
director of South Carolina’s Research, 





Planning and Development Board. 

John C. Clark, manager of Wacho- 
via’s bond department, has been elected 
a vice-president. J. O. Harrington is 
now assistant cashier, E. H. Morgan 
assistant auditor, E. P. Roberts assist- 
ant trust officer. 

J. Harry Sapp has advanced to cash- 
ier at the Charlotte office, and Arthur 
W. Brown to cashier at the Raleigh 
office. 

. 


Four senior vice-presidents have 
been newly elected at the Peoples Na- 
tional Bank of Washington, Seattle. 

They are E. L. Blaine, Jr., in charge 
of the bank’s main office; C. E. Jenks, 


R. G. PERRY E. L. BLAINE, Jr. 


Among Seattle appointments 


a senior loan officer and formerly State 
Supervisor of Banking for Washing- 
ton; Howard H. Hansen, in charge of 
branch supervision; and J. A. Green. 
Robert G. Perry, cashier since 1950, 
has been promoted to vice-president 


This independent bank invites accounts from 
other banks and corporations. Send us your 
cash and collection items. Refer your friends 


and cashier. Frank P. Virant, in charge 
of the personnel department, has be- 
come an assistant vice-president. Don- 





to us when they come to Los Angeles. 


STATEMENT 
OF CONDITION 


COMPLETE BANKING 
UNDER ONE ROOF 


AS OF DECEMBER 31, 1954 


Ketoweced 


OFFICERS 


Chairman of the Board 
& President 


Ben R. Meyer 
Senior Vice President 
Joseph C, Lipman 
Vice Presidents 
Edward H. LeBreton 
Paul E. Neuschaefer 
Louis Siegel 
William C. Neary 
John W. Luhring 
Hal W. Cross 
Harry N. Herzikoff 
Lauren H. Conley 
Rodgers L. Wyckoff 
Robert E. Getz 
Vice President, Comptroller 
William Watson 
Cashier 
William J. Hunter 
Assistant Vice Presidents 
Rod Maclean 
Leo C. Helfenberger 
Warren P. Tenney 
W. Edwin Weir 
Arthur R. Horne 
Assistant Cashiers 
Charles H. Landis 
Al L. Somerindyke 
Angus J. MacLennan 
Roland C. Matthias 
Frank Dansby 
William W. Blakely 
Kenneth E. Ritter 
— T. Bovee, Jr. 
arner Heineman 
William L. Olson 
Edwin P. Ziegler 
Harvey R. Walk 
Leonard Weil 
Auditor 
Walter B. Hill 


TRUST DEPARTMENT 
Vice President 
Samuel B. Burnham 
Assistant Vice President 
& Trust Officer 
Fay H. Kerns 
Assistant Trust Officers 
Margaret Morris 
Alfred T. Hartwell, Jr. 
Lewis B. Maier 


Loans and Discounts 
Union Bank Building 
Customer Auto Parks 
Safe Deposit Vaults 
Furniture and Fixtures 


Other Resources 
|) 


Other Liabilities 
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PERSONAL SERVICE e WE HAVE NO BRANCHES 
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Customers’ Liability under Letters of Credit and Acceptances 


Reserved for Contingencies 
Reserved for Interest, Taxes, Dividends, etc 
Liability under Letters of Credit and Acceptances 
Discount Collected — unearned 


Cash on hand and due from Federal Reserveand Other Banks $ 78,341,644.59 
U.S. Government Securities 
State and Municipal Bonds 

Federal Reserve Bank Stock 


93,367,139.03 
3,519,592.86 
315,000.00 
91,796,163:31 
1,442,257.80 
152,915.03 
1.00 

1.00 
2,103,365.68 
293,302.68 
$271,331,382.98 


$ 4,500,000.00 
6,000,000.00 
1,500,667.81 $ 12,000,667.81 
1,425,575.50 
2,438,259.42 
2,104,625.68 
765,058.38 
247,429.46 





$206,185,774.76 
23,204,695.98 


U. S. Government deposits 
and other public funds . . 


22,959,295.99 252,349,766.73 


$271,331,382.98 





United States Government Securities carried at $35,365.287.98 in the foregoing 
statement are pledged to secure public funds and for other purposes required by law 


UNION BANK & TRUST Co. 


OF LOS ANGELES 








ald L. McMillan has been elected audi- 
tor. 

In the trust department, Edwin R. 
Mackay has advanced to trust officer, 
Lyle Amufidson to assistant trust offi- 
cer. 


* 


Effective March 1, Jack E. Hunter 
has become a vice-president in charge 
of the Delaware 
County offices of 
the Fidelity-Phila- 
delphia Trust Com- 
pany. Previously 
executive vice- 
president of the 
Haddonfield (New 
Jersey) National 
Bank, he has also 
been associated 
with Bank of 
America, National 
City Bank of New York, Federal De- 
posit Insurance Corporation, and Fed- 
eral Reserve Bank of New York. 


J. E. HUNTER 


5 


New president of the Simmons Na- 
tional Bank, Pine Bluff, Arkansas, is 
Wayne A. Stone, who joined the bank 
last May as executive vice-president. 
He succeeds Charles A. Gordon, Sr., 
who has advanced to chairman of the 
board. L. F. Hutt, former chairman, 
is now chairman emeritus. 


To share management reins 


C. A. GORDON, Sr. W. A. STONE 


Burroughs Clearing House 
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Line the crank 

on an automobile, 
manual manipulation 
of a ponderous 

bank vault door 
belongs to the past! 


FOR TODAY’S WAY, 





SEE OTHER SIDE! 


PUSH BUTTON CONTROLI 


Pushing a button on the new Herring* Halle Marvin 5-Star Bank Vault Entrance 
starts a cycle of operation that: (1) withdraws the massive locking bolts; ’ 

(2) releases the pressure system; (3) swings the door open; (4) lowers the 
foot bridge. To close the door, the operation is exactly the same, in reverse, 
The design is as modern as the mechanism. And it’s available with doors 

of all standard sizes—3”, 7”, 10” and larger. 





U.S. Design Patent No. 146459. Other patents pending. Brochure on request. 


HEADLINE ATTRACTION IN ANY BANK 
OPENING. Operation of the H.H.M. 5-Star Vault 
Entrance is so completely automatic it seems 
almost uncanny. Bank visitors are fascinated as 
they watch the massive door swing opea or closed, 
the pressuré system operate, the foot bridge 
raise or lower. As a means of generating publicity 
and thus attracting new customers, no other 
equipment is nearly so potent. 


deena sate 


HERRING - HALL +> MARVIN SAFE COMPANY ~«° HAMILTON, OHIO 


COPYRIGHT, 1955, HERRING « HALL » MARVIN SAFE CO. 


March, 1955 














In banking since 1926, Mr. Stone was 
president of the Phillips National Bank 
of Helena, Arkansas, before coming to 
Pine Bluff. He is immediate past presi- 
dent of the Arkansas Bankers Associa- 
tion. 

- Sa + 


Wallace E. York has joined First 
Western Bank and Trust Company, 
San Francisco, as 
vice-president and 
coordinator of ad- 
ministration and 
operations. Previ- 
ously Mr. York 
had served _ since 
1947 as vice-presi- 
dent, treasurer and 
member of the ex- 
ecutive committee 
of the Federal Land 
Bank of Berkeley, 
California. From 1933 to 1940 he was 
chief accountant of that bank. In 1940 
he went to Washington, D.C. as acting 
comptroller of the Farm Credit Admin- 
istration, and returned to the Federal 
Land Bank in 1941. 

+ 

Harold C. Hahn, president of the 
First Federal Savings and Loan As- 
sociation of New York, has_ been 
elected vice-chairman of the board 
and chairman of the executive com- 








E. M. MORTLOCK 


Savings-loan officer shift 


mittee, with Eugene M. Mortlock, first 
vice-president, being named to succeed 
him as president and chief executive 
officer. 

Mr. Hahn has been president of First 
Federal, New York City’s largest as- 
sociation, since 1949. Prior to joining 
the institution in 1945, Mr. Mortlock 
served as director of mortgage re- 
search for the American Bankers As- 
sociation, and vice-president of the 
Gramatan National Bank and Trust 
Co., Bronxville, New York. 

Albert T. Maurice, vice-president in 
charge of advertising and public re- 
lations, will assume additional duties 
as personnel officer. In other promo- 
tions, Wesley J. Bahr has become vice- 
president and mortgage loan officer, 
Martin A. Verbeyst secretary and 


mortgage processing officer, John W. 
Sawyer treasurer, W. Armstrong 
Smith assistant vice-president, Joseph 
W. Dowd assistant vice-president. 


5 


From executive vice-president, R. L. 
Springer has been named president of 
the First National Bank, Rotan, Texas. 
He succeeds Roy Riddel, now chair- 
man of the board. Floyd Clifton has 
become vice-president and _ cashier, 
Francene Barnard assistant cashier. 


° 


Bartlett Hooper has been elevated to 
vice-president by 
the Seattle-First 
National Bank, 
and three new as- 
sistant vice-presi- 
dents are John A. 
Lane, Jr., Merrill 
W. Street and 
Wesley V. Ogg. 

Named assistant 
cashiers are E. A. 
Sundsten,-P. Camp- 
bell, C. M. Berry, 
F. N. Neinstedt and T. C. Kearns. 


e 





B. HOOPER 


Two senior officers of The Anglo 
California National Bank of San Fran- 
cisco have been assigned to new duties. 

Richard D. Brigham, vice-president 





Vice President Evans believes that visits 
with bankers in other localities are essen- 
tial. We asked him why, and he replied, 
“When you can think of your correspond- 
ents as people instead of letterheads, you 
do a much better job for them.” And he 
added, “Every service we offer benefits by 
personal contact.” This philosophy is not 
new, of course, but perhaps it will prove 


so in your case. 


Harry C. Carr, Chairman of the Board 
WituraM B. Wa ker, President 


THE FIRST NATIONAL BANK 
OF PHILADELPHIA 


PHILADELPHIA 1, PA. 


Member Federal Deposit Insurance Corporation 
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W. H. SMITH 


R. D. BRIGHAM 


Given new assignments 


and director, whose duties have includ- 
ed supervision of the bank’s public re- 
lations program, will devote his entire 
attention to special assignments from 
the president in the field of develop- 
ment planning. 

W. H. Smith, vice-president, whose 
principal duties most recently have 
been those of a senior loaning officer 
and chairman of the building commit- 
tee, has been placed in overall charge 
of the bank’s public relations and busi- 
ness development activities. 

Irving Manning, vice-president, will 
continue his present duties in the field 
of corporate and correspondent bank 
relations. 


° 


Robert C. Barker, vice-president 
and general counsel 
of The Northern 
Trust Company, 
Chicago, is co- 
chairman (with 
State Auditor Or- 
ville E. Hodge) of 
a committee that 
has drafted a pro- 
posed new Banking 
Act for Illinois. The 
committee, com- 
posed of 30 bankers 
from large and _ small _ institutions 
throughout the state, has been at work 
for more than a year, modernizing 
and improving the present Act. 














R. C. BARKER 
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Advanced to vice-presidents at Man- 
ufacturers Trust Company, New York 
City, are Thomas W. Heslin in the 
trust department and Edward J. Col- 
bert in the branch administration de- 
partment. Named deputy auditor is 


Promoted to vice-presidents 


E. J. COLBERT T. W. HESLIN 
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A quick, accurate 





automatic 
currency 


counter... 





Wuticn is all anyone needs to know about the 
new PB Tickometer . .. but omits some detail! 
... such as: handles more than eight hundred 
bills or coupons a minute! . . . counts five times 
faster than any manual method, imprints dates 
or code data at the same time! . . . automatically 
feeds and stacks! ... records both full and 
partial runs! Already used by hundreds of banks, 
department stores, bus lines, etc. .. . where 
rapid, accurate currency counts are necessary 
... the Tickometer can save time and trouble 
anywhere cash or coupons are counted! ... 
For case studies, with free illustrated booklet on the 
PB Tickometer, send in coupon below . . . Today! 









Name 


ip 











PITNEY-BowEs, INc. 
3126 Walnut St., Stamford, Conn. 


Please send Tickometer booklet [1] case studies [_] to: 


PITNEY-BOWES 


Tickometer 


Counting & Imprinting Machines 


Made by the originators of the postage meter .. . 
offices in 94 cities in U.S. and Canada, 
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Earl A. Drew, who was vice-president 
and comptroller of Brooklyn Trust» 
Company prior to its merger with 
Manufacturers in 1950. 


Sd 


New president of the Depositors 
State Bank, Northville, Michigan, is 
A. Russell Clarke, formerly vice-presi- 
dent and cashier. John F. Stubenvoll 
has been named cashier, C. F. Strautz 
assistant cashier and auditor. 
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W. O. Lindstrom, Kenneth C. Moore 
and E. R. Tracy have been promoted 
to vice-presidents by the Citizens Na- 





tional Trust & Savings Bank of Los 
Angeles, while Robert R. Bartlett, ‘I. 
W. Skidmore and Roy C. Winchell 
have been elevated to junior vice- 
presidents. 

M. E. Rex and J. W. Wood are 
now assistant trust officers, R. G. 
Brower and R. S. Smith assistant 
cashiers, H. B. Newman assistant sec- 
retary. 
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Officially nominated to be elected 
president of the Society of Savings 
and Loan Controllers, when it con- 
venes March 24-26 in New York City 
for its 7th annual meeting, is P. J. 











Canada.” 











_ THERE ISN'T A MARKET FOR THESE, NOW 


Unless you happen to be a collector of antique aeroplanes, 
this model would be of little or no use to you today. Just 
as the aeroplanes continue to change, so do the markets of 
the world. Businessmen and bankers in many countries get 
complete information from Imperial Bank when they are 
contemplating business with, or in, Canada. Write on your 
| business letterhead to the Superintendent of Foreign Busi- 
ness, Imperial Bank of Canada, Head Office, Toronto, Can- 
ada, and request your copy of “Industrial Opportunity in 


IMPERIAL 


BANK OF CANADA 


BRANCHES TO SERVE YOU FROM COAST TO COAST IN CANADA 
AND CORRESPONDENTS THROUGHOUT THE WORLD. 











Mank, -vice-president -and comptroller 
of the First Federal Savings and Loan 
Association of Miami (Florida). Mr. 
Mank is a past president of the Miami 
Chapter and a regional vice-president 
of the Southeastern Region of the In- 
stitute of Internal Auditors. 

Slated to become first vice-president 
of the Society is Cecil J. Bush, of the 
Industrial Federal 
Savings and Loan 
Association, Den- 
ver,Colorado. 
Nominated for sec- 
ond vice-president 
is Paul H.™Hey- 
wood, of the Fed- 
eral Home _ Loan 
Bank or Boston. 

The’ Society ‘of 
Savings and Loan 
Controllers is one 





P. J. MANK 


of the fastest-growing organizations in 


| the financial field. 


Composed of the 
chief operations and accounting officers 
of savings and loan associations, in six 
years it has grown to 1,200 members. 


| The Society’s national headquarters, 


| managed by 


Executive Secretary 
Charles Borsom, are at 221 N. LaSalle 
Street, Chicago. 

President of the group during the 
past year has been Charles J. Ander- 


| son, vice-president and treasurer, First 


| merly vice-president 
| of the Continental 





Federal Savings and Loan Association, 
New Haven, Connecticut. 


a 
New president of the Ridglea State 


Bank, Fort Worth, Texas, is Allen E. 
McMurray, for- 





National Bank in 
Fort W orth. 
George Thompson, 
Jr., president of 
Continental, who 
was president and 
board chairman of 
Ridglea, will con- 
tinue as chairman. 

E. L. Manire, Jr., 
has been advanced to executive vice- 
president of Ridglea, and M. R. Davis 
is now vice-president and cashier. 

The new president is a past presi- 
dent of the Dallas Conference of the 
National Association of Bank Auditors 
and Comptrollers, and past president 
of the Dallas Chapter of the American 
Institute of Banking. 











A. E. McMURRAY 


+ 


Controlling interest in the Trinity 
State Bank of Fort Worth, Texas, 
has been acquired by a group of local 
business and professional men headed 
by Berl E. Godfrey, who will serve as 
board chairman. The name of the in- 
stitution has been changed to The 
Bank of Commerce. Mr. Godfrey, an 
attorney, has been general counsel and 
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Daddy won't be with them... 


but a progressive bank saved their home! 


Yes, it takes more than a big chair to 
keep little children safe. 


Progressive banks throughout the country are 
helping to secure the future for America’s children 
with Federal’s Mortgage Redemption Plan. 


It protects you and your customers... 
strengthens your community relations program. Its low, 
low cost is simply added to the monthly mortgage payment. 


Write Today for complete information about Federal’s 
streamlined Mortgage Redemption Plan. 





FEDEIRAL 


LIFE and CASUALTY COMPANY 





avon es 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN e¢ REGIONAL SERVICE OFFICES FROM COAST TO COAST 













































Federal Offers You: 


A Custom Designed Plan based on careful study of your operations. 
Proven Customer Appeal. Simplified Streamlined Procedure. 
Complete Flexibility including Health and Accident Coverage. 
Prompt Service. All Promotional Aids. HIGHEST RATING. 
See Best’s and Dunne’s For Reasons Why Federal Enjoys 
Their Unqualified Recommendation. 


COMPLETE CREDIT LIFE & DISA- 
BILITY PLANS ALSO AVAILABLE 
FOR YOUR INSTALLMENT LOAN 
DEPARTMENT 









PERSONAL PROTECTION 
SINCE 1906 

JOHN H. CARTON 
President , 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 






































FOR BETTER SERVICE... 


GREATER PROFITS, USE 
RAND M¢CNALLY’S 


Clubticller* 


SYSTEM 












Read how this modern, streamlined system 
for handling Christmas and Vacation Club Accounts 
speeds handling... cuts costs. 


Rand M‘Nally’s unique CLUBTROLLER system eliminates the 
need for keeping ledger cards or sheets on your Christmas and 
Vacation Club accounts . . . actually reduces coupon sorting by a 
whopping 90%. 

And by combining filing and posting in one simple operation, 

it cuts record keeping time almost in half! 

Clubtroller coupons carry all necessary ledger information—account and 
payment numbers, date of payment and accumulated balance, etc. 
Coupons are color-keyed for each class. Each 100-group are in view 
and easy to reach at one time when placed in their correct pocket. 
This ends time-consuming numerical sequence sorting. 

Our Clubtroller System is now being used in both large and small 
institutions throughout the country. Right now they’re servicing more 
than one and one-half million Christmas and Vacation Club accounts. 
For further information about 
the Clubtroller System and 
Rand M¢Nally’s full line of 
Christmas and Vacation Club 
supplies, please write. .... 


RAND M‘NALLY 
& COMPANY 
Christmas Club Division 
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| 





111 Eighth Ave., New York 11 


*REG. U.S. PAT. OFF, P.O. Box 7600, Chicago 80 
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B. E. GODFREY J. D. HUBBARD 


Bank leadership changes 


vice-president of the bank since 1934. 

A first step under the changed lead- 
ership has been the selection of a new 
president, Jack D. Hubbard, formerly 
executive vice-president of the Ridglea 
State Bank in Fort Worth. He will 
also serve on the board. 


5 


Gene Bridges, former vice-president 
of the Republic National Bank of 
Dallas, has been 
named organizing 
director #nd- presi- 
dent of the Capital 
Bank and Trust 
Co., which will open 


Rouge with capital 
funds of $1,000,000, 
making it the larg- 








be chartered in 
Lousiana since 1905. 
Jules F. Landry, local attorney and 
real estate investor, will be chairman 
of the board of the new bank. 

While with Republic National, Mr. 
Bridges served in the transfer, credit, 
new business, public relations and 
correspondent banking departments. 
He was named permanent president 
of the 1953 class, Graduate School of 
Banking at Rutgers University. 
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G. BRIDGES 


J. L. McElney has been advanced 
to vice-president at 
California Bank, 
Los Angeles, and 
assigned to the out- 
of-town division. 
Named assistant 
vice-presidents are 
V. Holtby, F. W. 
Schafer and Leigh- 
ton B. Tuck. Raised 
to assistant cash- 
iers are E. E. Bon- 
tems, C. W. Dear- 
born, H. E. Lord, A. L. Reisch and L. 
A. Soper. 





J. L. McELNEY 


4 


Twenty-four promotions are an- 
nounced by the Hartford (Connecti- 
cut) National Bank and Trust Com- 
pany. 

In the banking department, they 


Burroughs Clearing House 

























































Tz 








are: David H. Smith, to vice-presi- 
dent; Clayton B. Parker, Robert D. 
Filon and Cornelius F. Moses, to as- 
sistant vice-presidents; Paul L. Gus- 
tafson and John J. Connelly, to as- 
sistant cashiers; Brown C. Newton, 
to assistant auditor. 

In the trust department, they are: 
Henry E. McCone, to vice-president 
and trust officer; Theodore W. Sted- 
man Jr., Gordon H. Bezanson, and 
Augustin D. Curado, to trust officers; 
Max A. Greiner, Albert C. Bill, Jr., 
Herbert H. Bierkan, David R. Hub- 
bard and Garrett W. Nevius, to as- 
sistant trust officers. 


Time payment department promo- | 


tions: Mark F. Malloy and D. Samuel 
Rhodes, Jr., tO assistant cashiers. 


* 


One of the “most decorated” men in 
banking is Daniel A. del Rio, vice- 
president of The Hanover Bank, New 
Y ork. 

His latest honor came from the Cu- 
ban government, with the decoration 
of Grand Officer of 
the National Order 
of Merit, Carlos 
Manuel de Cespe- 
des. The order is 
Cuba’s -highest, and 
the rank of Grand 
Officer is second 
only to that re- 
served for high gov- 
ernment officials. 

Mr. del Rio, who 
is in charge of the 
bank’s Latin American business, also 
holds the Peruvian government’s: Or- 
den del Sol with the rank of Com- 
mander, and Colombia’s Cross of 





D. A. del RIO 


3ovaca, both of which are the highest | 
awards given by these countries. And, | 


he has received decorations from other 
Latin American countries. 


e 


Robert W. Gates, who heads oper- 
ations at the Old Kent Bank, Grand 
Rapids, Michigan, has been promoted 
to vice-president. 





Elected assistant vice-presidents are | 


John W. Whitaker, Frank J. Diele- | 


man, Peter Feringa and John Van 
Dam. Elevated to assistant cashiers 
are J. DeBruyne, A. J. Huighouse, 
R. F. Mosketti, H. C. Fults and J. G. 
Feringa. 


+ 


In a local newspaper article citing 
his 40th anniversary with the Holyoke 
(Massachusetts) National Bank, Cash- 
ier Douglas A. Wilkinson was praised 
as a “happy looking guy” who believes 
in banking “with a personal touch.” 


He was quoted as voicing the opinion 
that the formidable, cold, aloof bank 
official is 


now passe, and that the 





March, 1955 


— Going up... 


like business in the Intermountain West 





New construction to a community compares with 
increased resources to a bank. Both indicate 
growth and progress. In the Intermountain West—the 
second fastest growing section of the country— 
approximately $1 billion has been invested in industrial 
expansion since 1946. The Continental Bank 
and Trust Company of Salt Lake City is proud of its 
active part in promoting and sharing in this 
growth. During the same 8-year period our resources 
increased from $36,818,615.14 to $71,146,083.05. 
Our central location in the heart of the Intermountain 
West, our intimate knowledge of business 
in this area, and our confidence in the future, 
all prompt us to offer our services 
whenever your business brings you to Utah. 


The Continental Bank 


and Trust Company 
OF SAT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 


Member Federal Reserve System @ 

















1575 South Main Street 


Member Federal Deposit Insurance Corporation 
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Micro-Twin—the modern 
way to save time, save 
space and protect records. 


Checks, statements and other documents 
can be hand-fed quickly and easily. With 
the Acro-Feeder, rapid automatic feeding 
of mixed documents is now possible. 








The Micro-Twin’s 37 to 1 reduction camera 
records documents as wide as eleven inches 


on just half the 16mm film width. This means 
Belle Howell Burroughs real film economy. 


Burroughs Clearing House 











cl of 6 cb for ody on 
¢ MICRO-TWIN 


Both microfilming recorder and reader combined in a single compact unit at less than the usual 
price of a recorder alone! And film, processing, and postage cost for 66 checks is just one red cent! 


The well-known secret of profitable business is 
thrift. That means time saving, space saving, cost 
saving. More and more bankers are discovering 
the Micro-Twin gives all these—and more. 


The Micro-Twin is a unique unit combining both 
microfilming recorder and reader. It is as easy to 
use as a box camera. An exclusive indexing meter, 
film speed indicator, copy classification indicator, 


and modern protection features, make the Micro- 
Twin easy to operate and virtually foolproof. 


A single lens does both recording and reading. 
Documents can be recorded in two ways—only 
one side of documents printed down one half of 
the film and up the other, or both sides of each 
document printed side by side simultaneously on 
the full film width. Full-size facsimile prints can 
be produced quickly and easily direct from micro- 
film in the reader. 


Optional equipment, such as the Acro-Feeder, 
matching stand, and work organizer, enable you 
practically to design the Micro-Twin to fit your 
exact microfilming requirements. This means that 
you do not pay for equipment you do not need. 


Whether your bank is large or small, the Micro- 
Twin can improve your record- keeping and stor- 
ing—and at the lowest possible cost. Our nearby 
branch will be glad to give you all the details 
without obligation to you. Telephone today. 
Burroughs Corporation, Detroit 32, Michigan. 


Wherever-theres business there’ 


Even in bright daylight, the Micro-Twin 
reading screen produces a brilliant, sharp 
image. Facsimile prints can be made in 
minutes, without a darkroom. 





March, 1955 


Burroughs 


“Burroughs” and “‘Micro-Twin” are trade-marks 


Burroughs 








present philosophy is to “bend over 
backwards” to serve customers. 


The newspaper story was not only’ 


a nice tribute to “Doug” Wilkinson, 
but also represented some very val- 
uable good will publicity for the Hol- 
yoke National Bank. 


* 


From executive vice - president, 
Joseph R. Hartz has moved up to 
president at the First National Bank, 
Stevens Point, Wisconsin. He succeeds 


Tom C. Hanna, who remains as a vice- 
president, director, and member of 
the executive committee. Also pro- 
moted is Miss Theresa Sullivan, named 
assistant cashier, 


« 


Four officers advanced at The New 
Haven (Connecticut) Bank NBA are 
W. Herbert Frost and Harry G. Wi- 
berg, formerly assistant vice-presidents, 
who have been elected vice-presidents ; 
Donald B. Myers, trust officer, who 
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FOR HIGH - SPEED COLLECTIONS 
IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. 
Banco 


FOUNDED 1895 


CREDITO Y AHORRO PONCENOpES 
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R. M. CHIDSEY 


W. H. FROST 


Receive raise in rank 


has been named vice-president and 
trust officer; and Robert M. Chidsey, 
assistant cashier elevated to assistant 
vice-president. 


» 


Sd 


Gare B. Reid has been elevated to 
executive vice-president at the Surety 
Savings and Loan Association, Detroit, 
and is succeeded as assistant secretary- 
treasurer by Curtis H. Yates. 


e 


Three promotions have been an- 
nounced at the San Francisco head 
office of Bank of 
America. 

Neil C. O. Brog- 
ger has been ad- 
vanced to vice-pres- 
ident, bond and in- 
vestment depart- 
ment. He joined the 
bank in 1928 and 
has specialized 
since 1932 in bond 
and investment ac- 
tivities. 

Other promotions include Rud 
Bachmann to assistant vice-president 
in the international banking depart- 
ment, and C. C. Joorissen, former 
manager of the Livermore branch, 
to assistant vice-president in the loan 
supervision department. 











N. C. 0. BROGGER 


* 


New president of The Second Na- 
tional Bank of Jackson (Tennessee) is 
Ridley Alexander, who joined the bank 
as a vice-president last year. He suc- 
ceeds Frank B. Caldwell, who is now 
chairman of the board. 


* 


Two newly-elected vice-presidents at 
the Citizens Fidelity Bank and Trust 
Company, Louisville, Kentucky, are 
William M. Dorr who will continue as 
manager of the Guthrie Street office, 
and M. R. Evans in the real estate de- 
partment. Mr. Evans is a member of 
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THERE’S NEW BUSINESS 
FOR YOUR CUSTOMERS 


» 











in the 

biggest workshop 

in the world 

—the Delaware Valley 











and 
The Philadelphia National 


can help you 
get it for them. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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( AMOTHER HANDY GADGET 


We now have convinced ourselves 
that a new feeding device designed 
to permit us to imprint five punched- 
card checks at a time, which has 
been in the process of development 
for the past year, is going to work 
out very well. Test runs have been 
satisfactory and at least one unit for 
each of our plants should be ready 
within the next two months. 


This device, which is attached to a 
conventional Miehle vertical press, 
carries five individual stacks of cards 
and, after printing, delivers them 
into five separate receptacles. Its 
primary purpose is to handle small 
orders of Personalized Card Checks 
together witha supply of personalized 
deposit cards, which some banks 
supply to special checking account 
customers. We propose to imprint 





the customers’ names and account 
numbers on the checks and deposit 
cards, then punch in the account 
numbers and mail the orders direct 
to the customers. We anticipate that 
we will be able to handle such orders 
with dispatch and sell them at a 
fairly reasonable price. 


As a by-product, we believe this new 
unit may be of value in processing 
special all-print card check orders in 
five or ten thousand quantities. It will 
not handle long runs, but for “‘fill-in”’ 
orders or emergency needs it should 
serve a useful purpose. While as yet 
we have no real experience in card 
check work, we expect to pick up a 
little “know how” as we go along 
and will welcome the opportunity to 
work with any banks who are seeking 
this type of small order service. 










E LUXE 


CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 














When you think of Baltimore, 


think of 


FIDELITY-BALTIMORE 


NATIONAL BANK 
& Trust Company 


Complete correspondent banking facilities 


Capital funds over $14,000,000 


Main Office: BALTIMORE & LIGHT STREETS, BALTIMORE 2, MD. 


Member: F.D.I.C. 































W.M. DORR 


M. R. EVANS 


Kentucky bankers elevated 


the Democratic Party’s national fi- 
nance committee. 

Donald Riley has been named as- 
sistant cashier, E. J. Hughes assistant 
treasurer. 

* 


J. H. Fry has become president of 
the First National Bank, Anson, 
Texas, succeeding J. H. Warren who is 
now chairman of the board. Elzy 
Bennett has been named cashier and 
a director. 

= . 


From deputy fiscal agent, John T. 
Knox has succeeded Macdonald G. 
Newcomb as fiscal 
agent of the 12 
Federal land banks, 
12 Federal inter- 
mediate credit 
banks, and 13 
banks for coopera- 
tives. 

Before joining 
the fiscal agent’s 
office, 130 William 
Street, New York 
City, Mr. Knox had 
been with the Federal Reserve Bank 
of New York, commercial banks, and 
an investment security firm. He has 
a wide acquaintance with bankers and 
investment dealers throughout the 
country. 





J. T. KNOX 


e 


W. Perry Curtiss, Jr., has been elect- 
ed a vice-president at The Union & 
New Haven (Connecticut) Trust Com- 
pany. Walter H. Clapp is now a trust 
officer, H. W. Howard and B. T. Gail- 


lard are assistant treasurers. 
. 


Gerald G. Morse has joined the 
American National Bank of Chicago, 
as an assistant vice-president in the 
correspondent bank division. During 
the past five years he has been the 
Illinois representative for the bank 
relations department of the Federal 
Reserve Bank of Chicago. 
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Newly elected vice-presidents at the 
Pennsylvania Company for Banking 
and Trusts, Philadelphia, are J. Melber 
Clarke, Theodore S. Halteman, Vaughn 
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R. Jackson and Anthony J. McFadden. 
Advanced ‘to assistant vice-presi- 
dents: Victor W. Bean, Esther J. 
Krewson, Rudolph A. Biborosch, A. 
Roy Hall, J. Lawrence Keyser, Hiram 
G. Rheiner, Roger L. Hubbert, Harry 
D. Livingston, G. Ellwood Williams, 
Henry McK. Baggs. 

Thomas E. Longden has been named 
trust investment officer, John J. Car- 
roll assistant secretary. The following 
are now assistant treasurers: J. Smith, 


S. B. Andrews, J. J. Gallagher, J. D. | 


Hildebrandt, D. B. Kelly, E. H. Kohl- 
. meyer, G. L. Lambert, V. Leszczynski, 
I. E. Lind, Jr., D. A. Morris, Jr., E. J. 
Wilhelm. 


* 


Formerly vice-president, John W. 
Boyle has been raised to first vice- 
president at the Mountain Trust Bank 
of Roanoke (Virginia). 


¢ 


After 44 years in the banking field, 
Arthur G. Yates 
has been elected 
executive vice-pres- 
ident of the First 
National Bank, 
Grafton, West Vir- 
ginia. He is presi- 
dent-of the Home 
Building and Loan 








Association, Graf- A. G. YATES 

ton, and also serves 

as president of the trust division of the 

West Virginia Bankers Association. 
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In charge of branch offices, Regis G. 
Pfeuffer and Raymond S. Ligo have 
been elevated to vice-presidents by 
Peoples First National Bank & Trust 
Company, Pittsburgh. 


° 


Recently named cashier at the First 


National Bank in Fairmont (West | 


Virginia) is William C. Knox, who 
previously had been with the First 
National Bank of McKeesport, Penn- 
sylvania. 

. 


Two operations officers at the head 
office of The National City Bank of 
New York, Alexander B. Dewar and 
Joseph G. Mc Carthy, have been moved 


Operations officers advanced 
J.G. Me CARTHY 


A. B. DEWAR 














March, 1955 














ote] pai ie) e 


your time payment 


od o ky Bee 


cit 
wren OFF a® 
qwis stus ts YOU 


Use ALLISON 
COUPON BOOKS 


Control your time payment 
costs, use Allison Coupon Books. 
The most widely used and com- 
pletely practical payment cou- 
pon book available. Just check 
and see how Allison can serve 
you best. If the many advan- 
tages and cost saving features of 
Allison Coupon Books appeal to 
you, write or call for more in- 
formation. 


ALLISON COUPON COMPANY, INC. 


P. O. BOX 102 
INDIANAPOLIS 6, INDIANA 








Advantages 
with Allison 
Coupon Books 


Lower cost— average 
cost less than 5c a book. 


Saves time—time for 
bank fill in less than a 
minute. 


Saves postage—3c 
postage for mailing the 
book 


Y increases accuracy— 
stops money loss. 


Pleases customers— 
encovrages prompt 
payment. 


oY Saves customer and 
teller time. 


} An Investment 


in Kfficiency 
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For Correspondent 
Banking in the 
PITTSBURGH 

AREA 


Peoples First National has the 
resources and specialized facilities 
for serving correspondent bank- 
ing needs. We welcome the oppor- 
tunity to discuss your Pittsburgh 
correspondent requirements. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 
Pittsburgh 30, Pa. 


Member Federal Deposit Insurance Corporation 








A. F. DERRE F. R. STENT 


Among 16 promotions at the 


up from assistant vice-presidents to 
vice-presidents. Mr. Mc Carthy joined 
the bank in 1911, Mr. Dewar in 1916. 


5 


Junius L. Crossett, president of the 
Moscow (Tennessee) Savings Bank, 
was recently named man of the year 
in agriculture by the Memphis Agri- 
cultural Club. Among his many farm 
activities, he has organized nine creek 
watershed associations in three 
counties. 

7 


The Philadelphia National Bank has 
sent Henry A. 
Frey, Jr. assistant 
vice-president in 
the foreign depart- 
ment, on a_ four 
month trip to the 
orient. He will give 
on-the-spot atten- 
tion to the bank’s 
extensive financing 
operations under 
the government’s 
Aid-to-Asia program. 


H. A. FREY, Jr. 


e 


At the National Bank of Commerce, 
Pine Bluff, Arkansas, E. W. Alexander 
has been promoted to vice-president 
and cashier, W. W. Phillips, Jr., to 
vice-president, and F. E. Mason and 
R. E. Justice to assistant cashiers. 


e 


Promotions have come to two mem- 
bers of the Herring-Hall-Marvin Safe 
Company sales organization who are 
well known to many bankers. N. C. 
Hammond, formerly sales manager of 
the central division, is now manager of 
the government contracts division at 
the main office, Hamilton, Ohio. B. T. 
Lawrence, who has been sales manager 
of the southwestern division, now 
occupies the newly-created post of 
western divisional sales manager, with 
Chicago headquarters. 


* 


Sixteen promotions have been an- 
nounced by the Crocker First National 
Bank of San Francisco. 

Charles J. Bradley has been advanced 
from cashier to vice-president and cash- 
ier. Promoted from assistant vice-pres- 


E. H. HAGAN 











A. MERKT Cc. J. BRADLEY 
Crocker First National Bank 


idents to vice-presidents are Alvin F. 
Derre and Ferd R. Stent, business de- 
velopment officers; Arthur Merkt and 
Edwin H. Hagan, loan officers. 

Named assistant vice-presidents are 
James A. Bacigalupi, Jr., William 
Feick, Jr., Robert E. Hunter, Edgar S. 
Lewis and Richard M. King, business 
development; Philip G. Markwart, in- 
vestments; and Cletus C. Worth, con- 
sumer credit. 

Harold P. Trumpour has moved up 
from assistant auditor to assistant con- 
troller. WeJ. Raffaelli has been named 
assistant auditor. 

Promoted to assistant cashiers are 
Norman Johnson, real estate, and An- 
drew Souza, operations department. 


* 


Anthony C. Owen, formerly auditor 
at the Security Bank, Lincoln Park, 
Michigan, has been promoted to as- 
sistant vice-president and comptroller. 


& 


Irving Levine, a credit officer, has 
been advanced to vice-president at 
The Public National Bank and Trust 
Company, New York City. 

° 


Formerly manager of public rela- 
tions and advertising at Irving Trust 
Company, Mackarness H. Goode has 
joined Farley Man- 
ning Associates, 
New York public 
relations agency, as 
an account execu- 
tive and member of 
the plans’ board. 
Before joining Irv- 
ing Trust in 1952, 
Mr. Goode was a 
senior staff mem- 
ber of the American Association of 
Advertising Agencies, served for five 
years as a consultant for Fidelity 
Trust Company, Pittsburgh, and was 
a member of the promotional staff at 
Merrill Lynch, Pierce, Fenner & 
Beane. 





M. H. GOODE 


e 


In promotions at the Bank of Cowan 
(Tennessee), B. B. Looney has been 
made executive vice-president, J. O. 
Matthews cashier, and Miss Phyliss 
Hatchett assistant cashier. 
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FREE FACTFILE 
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Helps you answer 
clients’ questions 


BANKERS are playing an ever-increasing part 
in plant site selection. Your expansion-minded 
clients look to you for help because they know 
you will give them the facts. The information you 
supply will be unbiased—complete—and up-to- 


the-minute. 


To help you answer inquiries by industry seeking 
western location, here is factual information on 
Metropolitan Oakland Area. It was prepared by 
the Metropolitan Oakland Area Committee, a 
non-profit organization representing all of Ala- 


meda County, California. 


Even a slight examination of this new FACTFILE 
will show you why industry “grows places” in 
MOA. It contains Data Sheets covering Climate, 


Labor Supply, Markets, Transportation, Living 





Conditions—and all the other factors that create 
MOA’s healthy industrial climate. 


You will want several copies of this valuable 
FACTFILE—which will be sent to you free of cost. 
Just write to your correspondent bank in this 


area—or mail the convenient coupon below to 
MOA headquarters. 





METROPOLITAN CAKLAND AREA 
Suite 801 - 1320 Webster Street - Oakland 12, California 


Gentlemen: 


Please send me sets of the new MOA FACTFILE. 





Name 





Title 





Name of Bank 





Address 





City. State. 











REPRESENTATIVES IN UNIFORM 
...at terminals abroad! 


At principal docksides, airports, and rail terminals 
abroad, American Express’ uniformed interpreters help 
your customers with passports, visas, and travel regu- 
lations. Just another American Express Service... and 
another reason why American Express Travelers Cheques 
sales reached an all-time high in 1954. 


Additional services include: 


e Instant Acceptance—with no questions asked! 

e On-the-Spot Refunds—in case of loss or theft! 

e Exchange of Travelers Cheques—without chargel 
@ Travel Information—throughout the free world! 
@ Mail Service—at all American Express offices! 


AMERICAN EXPRESS DOES MORE FOR YOU 
BY DOING MORE FOR YOUR CUSTOMERS 
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Banks Offer New 
Home-Improvement Loans 


As evidenced by the ads on this 
page, Canadian banks laid plans well 
in advance to offer customers the new 
government-insured, home-improve- 
ment loans under the Canadian Na- 
tional Housing Act passed last year. 
Although the law did not become op- 
erative until February 1, 1955, the 
bank ads began to appear in Canadian 
newspapers in late January. 

Qualified home owners and owners 
of small apartment buildings are eli- 
gible for the loans. The banks can 
loan money for property improve- 
ments up to $2,500 on a single home, 
and up to $6,250 on a small multiple 
dwelling. The loans bear interest at 
5% per cent and run for three years 
if $1,250 or under, for five years on 
higher amounts. 

All such home improvement loans 
must be approved by the government’s 
Central Mortgage and Housing Cor- 
poration which insures banks for a 
maximum loss of 5 per cent of a 
bank’s total outstanding home im- 
provement loans. Borrowers pay 
C.M.H.C. a loan insurance fee of one 
per cent of loans. Money can be bor- 
rowed for almost any type of home 
improvement from putting in new 
plumbing to putting on a new roof, 
modernizing kitchens and bathrooms, 
or adding a room or a garage. 

This is the latest step in expanding 
bank lending powers on homes. For 
some years banks have been making 
farm home and farm improvement 
loans. Last year after the banks were 
permitted for the first time to lend 
money on housing mortgages, such 
loans amounted to about $100,000,000 
on housing mortgages for individual 
homes and big housing projects. Mort- 
gage loans are government-insured up 
to 98 percent of face value. 


° eo ao 


Banks as Source 
of Venture Capital 


The role of the Canadian banks in 
Canada’s development is appraised in 
a recent book, “Economic Future of 
Canada,” by the Netherlands econo- 
mist Dr. H.M.H.A. van der Valk (Mc- 
Graw-Hill Co. of Canada, Toronto, 
$3.75). In his book he points out that 
Canadians are not risk-takers but are 
probably the thriftiest people in the 
world. He feels that their savings go 
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HOME IMPROVEMENT 
~ LOANS 


THE NATIONAL HOUSING ACT, 1954, 
may now be arranged through 
any branch 
of the Royal Bank 

Oar Manages wll te Gal te 
discuss details with you 
‘panera Bam Of St 
HOME 
IMPROVEMENT 

LOANS -. 


will be available Feb. Ist at 
all branches of 


IMPERIAL BANK * CANADA 





‘Thoee long-awaited repairs, sherations, f rreperty 

and additions te house and 

pede faraby the “2,4 anous IMPROVEMENT LOAN trom 

pest ye Canada, manage to-day for full 
por 8 Home Improvement +++ & Convenient means to s catie- 


IMPERIAL 


“The Bank that Service Built" 





A special message to 






Home - owners 


uM 


Do you need MONEY 


for HOME IMPROVEMENT ? 


. * 
now is the time 
TO TARE A GOOD LOOK AT YOUR Home 
Spring ts just around the corner... 
and that's the beet season to make 
_ repairs — or to modernize, 
hh pays — io herd cash — to give your 
home « careful “once over” every year, 


Bank or MonTREAL 
Canada's First Bank 


WOANT 
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WORKING WITH CaAwMABIANS tH EVERY WaAtm SF LEOE SIWEE COTe 


Advertisements feature a new bank service in Canada 


into bank deposits and life insurance 
and are not made available for devel- 
opment purposes. 

Dr. van der Valk does not seem con- 
vinced that Canada’s branch banking 
system has contributed as much to 
the country’s development as the de- 
centralized United States banking 
system might have. He emphasizes 
the need for investment credits and 
implies that the Canadian chartered 
banks should consider this need in 
their future development. He thinks 
Canadian banks might well make 
loans for capital purposes in industry 
as well as conventional self-liquidat- 
ing loans. This practice has pitfalls 
as practiced in Europe, he says, but he 
believes these can be avoided. In mak- 
ing such loans, Canada would have to 
be particularly careful with a mixed 
banking system because of its great 
dependence on export trade, he says. 

While the Netherlands economist 
feels the Canadian banking system 
can help further in the economic ex- 
pansion of the country he points out 
that “the cautious attitude of the 
Canadians has protected the banking 





system from debacles such as took place 
in the United States in the 1930s.” 
The book served first to acquaint 
Netherlanders with Canada’s econ- 
omy, and since its translation into 
English, it is showing North Amer- 
icans how a European economist sees 
the future of Canada. Dr. van der Valk 
praises Canada’s achievements to date 
and is optimistic about the future. 


° e ad 


Advertising Campaign for 
College Students - 


An ad campaign aimed especially at 
college students is being conducted 
currently by The Royal Bank of Can- 
ada in the country’s university publi- 
cations. The campaign features car- 
toons and copy of the lighter touch 
variety. 

For example, one of the ads is head- 
lined, “Turkish Banking Delight.” 
The cartoon shows a sultan being fol- 
lowed by a line of harem girls into a 
bank. The copy reads, “Bank deposits 
in Turkey jumped 25 per cent last 
year and no wonder. Customers are 
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lured by lotteries. Let’s say you have 
the equivalent of $35 on deposit with 
a Turkish bank. It not only earns 3 
per cent interest, but also gives you a 
chance on a house and lot.” 

In each of the ads, the “lighter 
vein” copy is followed by a descrip- 
tion of one of the bank’s services. 


+ Sd ° 


New Economic Bulletin 
for Bankers, Business Men 


“Spotlight On Canada” is a new 4- 
page economic bulletin published 
monthly by the Mercantile Bank of 
Canada, Montreal, for distribution 
primarily to bankers and business 
men outside the country. Each issue 
of the bulletin contains a 2 to 3-page 
report on some single phase of the 
Canadian economy, while the balance 
of the paper gives brief sidelights on 
developments in Canada. 


° 4 4 


Personnel News 


The Bank of Montreal has made 
some changes in its supervisory per- 
sonnel in both eastern and western 
Canada. R. L. Bailey, manager of the 
Winnipeg office of the bank, has been 
named assistant general manager, su- 
































Mercantile adds service 


pervising the bank’s 140 branches in 
the provinces of Manitoba, Saskatch- 
ewan and Alberta. Succeeding him is 
William E. Stewart, formerly the 
manager of the bank’s King and 
Yonge Streets branch at Toronto. 
Fred S. Harrison, superintendent of 
branches of the Bank of Montreal in 
Quebec and Newfoundland provinces, 





CANADA’S 
FIRST 
BANK 





625 BRANCHES ACROSS CANADA -+ 





MY BANE 





COAST-TO - COAST 


Bank or MonTREAL 


New York--64 Wall Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


San Francigco--333 California Street 


RESOURCES EXCEED $2,500,000,000 





BEAUTIFUL Hl ‘ mfr 


Your signs and posters are sure to get attention when displayed 
..at home in any decorative 
scheme. Paper signs are mounted in seconds and easily changed. 
These maintenance-free frames are available for wall hanging, 
counter top or floor display. Wall frames, with hanging tabs, for 
sheet size 11x 14”- $3; 22’’x 28”- $6; 25’’x 38”- $8 F.O.B. De- 
troit, Mich. Prices quoted for delivery in U.S.A. 

Order Today or Write for Descriptive Folder 


in these beautiful, satin-finish frames 


=e 


Floor stand, 
22”x 28” sheet 
Cat. $240, $17.50 





Counter or 
window display. 
22” x 28” sheet 
Cat. $151, $9.00 


15209 DETROIT AVE. » LAKEWOOD 7, OHIO 
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has been appointed to a similar post 
for the bank’s 87 branches in British 
Columbia and the Yukon. He is suc- 
ceeded at Montreal by Laurent Gelly, 
who has had 30 years with the bank 
in the province of Quebec. 


na 


T. L. Avison has been appointed as- 
sistant general manager in charge of 
the investment 
division of the 
Canadian Bank 
of Commerce, at 
the Toronto head- 
office. Mr. Avison 
was formerly as- 
sociate treasurer 
of the Sun Life 
Assurance Com- 
pany of Canada, 
Montreal. During 
World War II, he 
was with the Department of Finance 
at the nation’s capital in Ottawa. 





T. L. AVISON 


+ 


D. L. Witter, chief accountant of 
The Royal Bank of Canada since 1947, 
has been ap- 
pointed comptrol- 
ler of the bank. 
The establish- 
ment of a comp- 
troller’s depart- 
ment is some- 
thing new for the 
bank, and Mr. 
Witter’s duties as 
comptroller will 
be to keep “rigid 
control over our 
costs” according to The Royal Bank’s 
chairman and president, James Muir. 
Succeeding Mr. Witter as chief ac- 
countant is M. G. Clennett. 


D. L. WITTER 


. 


W. Leo Knowlton, manager of the 
Toronto office of the Canada Perma- 
nent Trust Company, was recently 
appointed as assistant general man- 
ager. Named to the same post were J. 
McIntosh Tutt, manager of the Brant- 
ford, Ontario, office, and C. F. Mac- 
kenzie, manager of the Halifax office. 
All three new assistant general man- 
agers will continue to manage their 
local offices. 


+ 


Marc Spitzer, for the past 19 years 
with the London, England, office of the 
Swiss Bank Corporation, has been 
elected president of the Swiss Corpo- 
ration for Canadian Investments, 
Ltd., Montreal. Mr. Spitzer came to 
Canada last May to supervise the ex- 
pansion of the corporation’s Canadian 
activities. Prior to joining the Swiss 
Bank Corporation he was with the 
Paris, France, office of The Royal Bank 
of Canada. 


Burroughs Clearing House 





7 oe = 











Now—direct 


PLANE-to-BANK 


messenger service! 


Cash letters sent to The Northern Trust via air 
mail are now received and handled faster than 
ever before. Special messengers go directly to 
the airport on a regular schedule to pick up 
incoming checks and drafts and rush them to 
the bank for immediate clearance. 

By eliminating passage of mail through the 
downtown Chicago Post Office, the new service 
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saves up to four hours transmittal time... and 
assures your cash letters the greatest speed and 
efficiency in clearance. 

To enjoy this new service all you need do is 
use special AMF (Air Mail Field) labels and 
envelopes, which we supply. Write or phone us 
today. Our new plane-to-bank delivery is an- 
other reason why “‘you benefit by doing busi- 
ness with The Northern Trust.” 
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NORTHERN TRUST 


Lote) 8-7-4. & 4 


50 SOUTH LASALLE STREET 


CHICAGO 90, ILLINOIS* TELEPHONE FRANKLIN 2-7070 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Yes, our deposits of $340,355,000 on 
Dec. 31 placed us in 69th position } 
among the nation’s 15,000 banks. VALLEY 


NATIONAL 
BANK 






So when you think of Arizona, think of 
Arizona’s STATEWIDE bank .. . largest 
in the Rocky Mountain States! 


HOME OFFICE: PHOENIX 


ARIZONA'S STATEWIDE BANK MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 36 CONVENIENT OFFICES 
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THE BOOKLET COUNTER 





Communications Manual .. . 
Since banks and other financial organ- 
izations strive constantly to maintain 
high standards in the attractiveness, 
accuracy, friendliness and sincerity of 
their communications, they will find 
this unusually complete communica- 
tions manual of a large Detroit, Mich- 





COMMUNICATIONS MANUAL 
October 1, 1954 


THE DerroiT BANK 
DETROIT 5, MICHIGAN 
FIFTH EDITION 














Widely used, quoted 


igan, bank most helpful. The manual 
has been used as a pattern by many 
organizations which recognize the 
value of uniform procedures, and it 
has also been widely quoted in business 
and educational publications. Its 60- 
odd, illustrated pages contain a com- 
plete index to more than 140 topics 
bearing on the how and why of good 
communications by correspondence, 
telephone, telegram, bank wire and 
memorandum. A special section is de- 
voted to good grammar and good 
English usage in modern business 
communications. 


Real Estate Forecast for 1955... 
Each year for the past ten years there 
has been continuing widespread in- 
terest in the predictions made by Dr. 
Roy Wenzlick, noted analyst, on the 
trends the real estate market will take 
in the coming months. Dr. Wenzlick in 
his 1955 forecast, which is contained 
in a reprint of an outstanding speech 
he made before some 1,000 Cleveland 
realtors and builders recently, touches 
upon many points of interest to finan- 
cial institutions. He predicts the price 
trend of new and used homes, the 
effects the 1954 Housing Act will have, 
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the outlook for commercial and indus- 
trial building, and the significance of 
the country’s growing population. The 
forecast is made available by a Cleve- 
land savings bank as a service to other 
financial organizations. 


Mobile Home Financing . . . Loan 
officers will be interested in this sur- 
vey of consumer financing of mobile 
homes in 1954 inasmuch as it contains 
revealing data on the dollar volume of 
paper outstanding, the number of-_con- 
tracts in force, delinquencies, reposses- 
sions, skips, and the loss ratio on 
paper handled. The survey was made 
among some 300 banks and other lend- 
ing institutions in all parts of the 
country to provide experience data for 
other organizations interested in this 
type of paper. 


“A Bank Is People” .. . Since 
people are always interested in people, 
the title to this booklet quickly sparks 
reader curiosity. Then, using the 
premise that pictures hold reader at- 
tention, the booklet at the outset con- 
tains a schematic diagram of the 
bank’s organization. Thereafter, it 
contains pictures of each director and 
officer of the bank and briefly describes 
other business activities of the di- 
rectors and the banking background 
of the officers. The concluding pages 
list the bank’s services and branch 
office locations. Here is an excellent 
example of institutional advertising 
produced by a large Eastern bank. 


“How This Company Got Its 
Name”... “It seems that people are 
interested in knowing how this bank 
got its name,” says the advertising 
manager of the large Rhode Island 
bank that produced the booklet with 
this intriguing title. He adds that the 
bank has been reprinting the booklet 
approximately every two years for the 
past 20 years. The concise booklet is 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














an interesting example of institutional 
advertising that might offer a good 
public relations idea to other financial 
organizations. 


Selected Economic Indicators. . . 
This 74-page book, produced by the 
Federal Reserve Bank of New York, 
describes the nature and significance 
of some 20 statistical indicators that 
reflect economic conditions in the 
United States. A study of this book 
provides the reader with a broad back- 
ground of information that will enable 














Clues to economic trends 


him to view changing conditions in the 
economy. At the same time, he learns 
what factors are behind, and how those 
factors are interpreted in, graphs that 
show wholesale price indexes, gross 
national product, bank debits, con- 
sumer instalment outstandings, cash 
and budgetary position of the U. S. 
Government, consumer price index, 
etc. A valuable addition for the finan- 
cial library of any bank or other 
organization. 


Municipal Bond Market—1955 
... A continued high volume of tax- 
exempt state and municipal bond 
issues in 1955 will come hard on the 
heels of the all-time high of .more 
than $6.75 billions marketed in 1954, 
says this authoritative appraisal of 
the bond market. It is prepared by a 
large investment firm. In addition to 
a number of interesting observations 
on the tax-exempt market for the past 
year, the appraisal makes further 
interesting predictions for coming 
months. 
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INSTALLATION 
DB-1005 


CITIZENS TRUST COMPANY OF ATLANTA, GEORGIA FEATURES 
DIEBOLD-BASIC VAULT DOOR 


To keep pace with Atlanta’s rapid growth, the Citizens Trust Company 
found it necessary to provide customers of its West Side Branch with 
main office service . . . and, in addition, to provide drive-in and parking 
facilities required for successful neighborhood banking. 


Careful planning. of this bank’s new modern building achieved all objec- 
tives. Naturally, the bank looked to Diebold for all protective equipment 
including Burglar Alarm, Safe Deposit Boxes, After-Hour Depository and 
panoramic Drive-Up Counter. Because of its undeniable leadership in 
style, beauty and protection, the Diebold-Basic Vault Door was selected as 
a major feature of the impressive lobby. This installation is another ex- 





New Building: Citizens Trust Company, 


West Side Branch, Atlanta, Georgia. ample of the unequalled acceptance accorded the new Diebold-Basic Door. 
Architect: Krueger, Inc., Atlanta, Georgia. For banking equipment of acknowledged leadership . . . see Diebold. 
General Contractor: Capitol Construction Co. Write or call today. 


N-142-D1 


Dieb ld 
Manufacturers of the World’s Finest Bank Equipment. I () 6 
] N c 0 ¥ P 0 R - 1 t i) 


903 MULBERRY ROAD, S.E. » CANTON 2, OHIO 
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COURT DECISIONS 











By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Let the Buyer Beware 


In common law the doctrine of 
caveat emptor dictates “let the buyer 
beware.” 

However, in civil law jurisdictions, 
including Louisiana where this case 
occurred, an action can be instituted 
to avoid a sale on account of some 
defect in the thing sold which renders 
its use impossible or inconvenient. The 
action is based on the supposition that 
the buyer would not have purchased 
the thing had he known of the defect. 

The buyer’s rights against the seller 
under this civil law, however, may not 
be invoked against a holder in due 
course of a note purchased from the 
seller of a chattel in good faith before 
maturity and without notice that the 
chattel was defective. 

In the Louisiana case, a plaintiff 
finance company had sued on a note 
executed “to bearer” by the purchaser 
of an automobile. When the buyer 
sought to use his rights against the 
seller as a defense to the suit, the 
court ruled that the finance company 
was the holder in due course, and not 
subject to any defense the buyer had 
against the seller of the automobile. 
Finance Security Company v. Stuart, 
75 So. 2nd 353 (1954). 


e e aa 


Cashier Check Negotiability 


The differences between the pur- 
poses and attributes of a bank cashier 
check and a traveler check, as bearing 
on their negotiability, were pointed up 
in a recent case before the Supreme 
Court of Oklahoma. The case involved 
the forgery of a payee’s name to a 
spurious ordinary check which was 
later used to buy a cashier’s check. 

A dishonest bookkeeper employed by 
a bank’s depositor company forged an 
ordinary check for $20,000 and named 
the payee as “Martin Towell.” -In 
reality, the bookkeeper’s company did 
business with a towel supply company 
called Martin Towel Supply; but that 
company was owed only $7.60. 

The bookkeeper then used the forged 
ordinary check to buy four identical 
bank cashier’s checks, each for $5,000 
and each made payable to “Martin 
Towell.” Upon leaving the bank, the 
bookkeeper endorsed “Martin Towell” 
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on one of the cashier’s checks and de- 
livered it to the owner of a night club. 
The night club owner in turn and 
without further endorsement delivered 
it to the man who was to become 
plaintiff in the case. 

The plaintiff was a building contrac- 
tor to whom a large debt was owed 
for construction done on the night 
club. The contractor’s wife endorsed 
the check and deposited it in a joint 
account in their bank. The $5,000 


_ check cleared and was paid without 


any protest by the drawee bank. 

In the meantime, when the ordinary 
check for $20,000 was returned, it 
was abstracted from the cancelled 
checks by the bookkeeper, who de- 
stroyed it unbeknownst to his com- 
pany. After he left the company’s 
employ, an auditor discovered the 
shortage in the company’s bank ac- 
count. 


The $5,000 check deposited to the 
contractor’s account was then charged 
back against that account. Thereupon 
the contractor and his wife brought 
suit for that amount. The $5,000, they 
said, came to them as holders for value 
without notice of any defect in the 
cashier’s check. They claimed that 
such paper has the same attributes as 
money, which even if stolen, cannot be 
recovered by the true owner from such 
holders for value without notice. They 
further contended that it made no dif- 
ference that the check might in fact 
have been made to a fictitious payee, 
because one who makes as well as 
accepts such an instrument admits the 
existence of the payee and his capacity 
to endorse. 

To this, however, the Court replied 
that the cashier’s check was not ac- 
cepted before it was drawn; it was 
accepted only after and as drawn, pay- 
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able to the order of the name payee. 
Had the check been payable to bearer, 
it would have been freely negotiable. 

There is not, said the Court,” ... 
any valid reason for making the 
drawee bank any more responsible for, 
or liable regardless of the genuineness 
of the payee’s endorsement on, a 
cashier’s check than on an ordinary 
check. Such checks have neither the 
purposes nor attributes of traveler’s 
checks. .. .”” The Court went on to say 
that whereas the traveler’s check is 
negotiable even before any signature 
of the payee appears thereon, this 
cannot be said of a cashier’s check 
which is not completely negotiable 
until it bears a genuine endorsement. 
P. G. Wilson, et al. v. The First Na- 
tional Bank and Trust Company, etc., 
Okla., 276 P. 2d 766 (1954). 


e e * 


Out-of-County Branch 

After the banking board in Penn- 
sylvania recently approved a merger 
between a State and a national bank 
whereby the latter would continue as 
a branch state bank, a third bank ob- 
jected on the basis of the following 
paragraph from the state banking 
code: 

“A state bank may establish a 
branch . . . in any place within any 
county contiguous to the county in 
which its principal place of business 
is located, if the city, borough or other 
community in which such branch is to 
be established is without adequate 
banking facilities, or, in the case of 
a merger or consolidation, is without 
adequate banking facilities other than 
an incorporated institution or national 
banking association which is a party 
to the merger or consolidation.” 

The objecting bank was allowed to 
appeal the board’s decision of approval 
to the State Supreme Court. The 
court’s problem was to interpret the 
words other than in the paragraph 
of the code quoted above. The object- 
ing bank contended the words meant 
“including” the banks involved in the 
merger. The merging banks tock the 
opposite view and contended the words 
meant “excluding’’ the banks involved. 

The bank board had held that “‘ex- 
cluding” was the meaning and stated 
that if the legislature meant other- 
wise, it should say so. The state su- 
preme court confirmed this and ruled 
that the banking board could not be 
overruled where there was adequate 
evidence to support the findings, pro- 
viding the proceeding was free from 
error of law and there was no clear 
abuse of. discretion. 

The supreme court, however, was 
divided four to three on the procedural 
question of whether there was any 
jurisdiction in the supreme court to 
review the finding of a purely adminis- 
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trative body such as the banking 
board. The dissenters said that it was 
not possible to overestimate the harm 
that would ensue from the court’s al- 
lowance of an appeal since it consti- 
tuted a transgression by the judicial 
branch into the area which properly 
belonged to the legislative branch. 
National Bank v. Campbell, 106 
A 2d 416 (1954). 
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Safe Deposit Liability 


When a good customer keeps his 
own tin box in the bank for safe- 
keeping, but makes no specific pay- 
ment, what does the bank owe him if 
the bank is robbed and his box rifled? 
The Supreme Court of Kansas, over- 
ruling the lower court, recently held 
that since the bank was a bailee, i.e., 
had received the property to hold, it 
was presumptively liable. 

Kansas, like many other jurisdic- 
tions, has a statute treating safe de- 
posit boxes on a landlord and tenant 
basis. Nevertheless, the Court held 
that to create that statutory relation- 
ship, the bank must maintain safe 
deposit boxes for rent as a part of its 
business in accordance with the lan- 
guage of the act. That was not the 
case here since the bank had no pro- 
prietary interest in the box itself. 
Stewart v. State Bank, 252 P. 
2d 624 (1953). 
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DEVELOPING 
BANK EXECUTIVES 


CONTINUED FROM PAGE 35 


adequately the individual is meeting 
it, and to what extent the status of his 
work is actually attributable to him 
rather than to conditions beyond his 
control. In the latter connection, Mr. 
Currie cited the actual case of an 
assistant cashier who had been on the 
loan platform for three years yet had 
not closed a single loan, due to the 
domination of the activity by a senior 
officer, of which the latter was com- 
pletely unaware. This situation was 
revealed in a performance appraisal 
conference, and the condition was cor- 
rected with the enthusiastic coopera- 
tion of the senior officer. 

It was also recommended that a 
potential executive’s job knowledge be 
reviewed in detail, noting particularly 
any desired area of bank experience 
that may be missing, in order that 
specific recommendations may be made 
and efforts pin-pointed. 

Even beyond results accomplished 
and knowledge acquired, a man’s per- 
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sonal characteristics vitally affect his 
executive qualifications. While this is 
an area of paramount importance, the 
conference leaders stated that un- 
fortunately it is also where manage- 
ment appraisals are apt to be most 
general and least objective. 

What specific instances can be cited 


to prove that the individual in ques- 
tion has such characteristics as plan- 
ning ability, independent judgment, 
willingness to accept responsibility, 
creative imagination, leadership, 
drive, and persuasiveness? 

To indicate how such traits may be 
recognized, Mr. Currie related the 
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example of an assistant treasurer in 
a discount cage who had had little or 
no opportunity—within the bank—to 
organize and direct the work of others. 
However, during an appraisal it was 
revealed that he had shown conclusive 
evidence of administrative ability in 
connection with many outside activi- 
ties. On the matter of willingness to 
accept new responsibilities, a negative 
example involved an individual who 
for years had’ studied trust work 
hoping for an opportunity in this field. 
When an upper-level job in the trust 
department became available and he 
was offered the post, he almost became 
a nervous wreck over the prospect and 
asked the bank to retain him in his old 
position. 

After considering an individual’s 
job knowledge and personal traits, it 
was recommended that a summary be 
prepared of his principal strengths 
and weaknesses or needs; then a spe- 
cific plan of action can be laid down 
for future development. 


HILE this method of apprais- 

ing performance and potential 
cannot be called truly scientific, since 
there remain too many personal varia- 
bles, it is systematic and promises to 
achieve far better results than a more 
random method of selecting those of 
executive caliber. “It can be used by 
any bank profitably and with in- 
creasingly good results as experience 


| is gained,” Mr. Currie maintained. 


The important question remains as 
to who should make the appraisal. It 
was strongly recommended that “depth 
perception” be obtained, through a 
fusion of judgments from two or more 
persons. One of these individuals, it 
was felt, must be the immediate supe- 
rior to whom the appraised man re- 
ports, since this superior is in the 
best position to evaluate job results 
and characteristic work habits. He 
can also help in any program of de- 
velopment that may be undertaken. 

In one $14 million mid-western bank 
that is making a test of the plan, the 
president ar.’ selected directors ap- 
praise senior officers; and the presi- 
dent and senior officers evaluate junior 
officers and supervisors. This same 
“formula” has been successfully em- 
ployed in a number of areas in banks 
ranging from $11 to $28 million. Pro- 
grams utilizing review boards have 
been in established use for at least 
five years in larger banks having up 
to several hundred million deposits. 

As to the appraisal report itself, 
the conference leaders explained that 
it might cover the following: 

1. Results accomplished. What has 
the individual achieved in observable 
results since last appraised? To what 
extent can the present status of his 
office or department be attributable to 
him? What is the quantity and quality 
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of the work for which he is respon- 
sible? Does it involve meeting dead- 
lines? Facts and figures rather than 
generalities should be cited wherever 
possible. 

2. Methods used, work habits. How 
does the person go about getting his 
job done? How does he work with and 
through people? Consider, for ex- 
ample: organization and follow-up, 
handling details, delegating responsi- 
bility, developing his staff, and co- 
ordination with other departments. 

3. Personal qualifications. Consider 
education, all work experience, job 
knowledge, health, family responsi- 
bilities, personality traits. 

Summarizing the appraisal, the re- 
port can indicate the person’s current 
status as: 

Satisfactory plus. The individual is 
doing an above average job on most 
factors and could handle additional 
responsibility and authority within 
his present management level. 

Satisfactory. The individual is 
doing what can reasonably be expected 
of him on his present job and should 
continue to grow in usefulness. 

Satisfactory minus. The individual’s 
performance is not acceptable at pres- 
ent. He can improve his performance 
with help, and proper effort on his 
part. ~ 

The report should always follow 
with specific recommendations for 
future development, and conclude with 
the names and titles of those making 
the appraisal. 

While Mr. Powers modestly states 
that there is nothing startlingly new 
or original in such a program, he be- 
lieves that its value lies in the com- 
bination of different factors that help 
to prevent an inadequate or unfair 
appraisal of potential management 
successors. 


FTER jobs at the executive level 
have been defined, and individuals 
appraised, there still remains the 
problems of helping the candidates 
develop into management caliber, or 
of recruiting if analysis has shown 
a definite lack of potential leaders 
within the ranks. These alternative 
steps were discussed at the final after- 
noon session of the conference. 

As one counseling aid within the 
bank, it was recommended that the 
appraisal report be reviewed frankly 
with the person analyzed. Also, that 
there be periodic progress reports or 
reappraisals, and that test situations 
be presented where the exercise of 
judgment is required. 

Many aids to development from out- 
side the bank were likewise suggested. 
It was noted, for example, that the 
A.B.A. offers a wealth of indexed 
study material through its library, and 
that its commissions can provide spe- 
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cialized information, while the A.I.B. 
and Graduate School of Banking offer 
splendid educational opportunities,: 
and participation in the committee 
work of the A.B.A. and. state associa- 
tions affords excellent leadership 
training. 

Organizations such as the Federal 
Reserve Banks and government agen- 
cies were cited as sources of helpful 
published material, along with private 
groups such as the American Manage- 
ment Association, U.S. Chamber of 
Commerce, etc. Finally, it was pointed 
out that there are approximately 80 
banking schools and conferences. 

As to “last resort” recruitment at 
the executive level, Mr. Powers said 
that appeals for assistance were often 
in the form of a query, “Do you know 
a good man our bank could use?” This, 
he declared, was much too general. It 
provided no indication of actual re- 
quirements and prohibited friends 
from aiding the banker in distress. 


MONG possible sources of upper- 

level manpower, he advised check- 

ing with directors, business customers, 

city correspondents and other banks, 
and associations. 

Some of the obstacles to overcome 
in attracting desirable men were listed 
as follows: current salary, years of 
service and prestige in present job, 
pension rights, family relocation, com- 
munity ties, and civic activities. 

Better salary was only one of the 
inducements suggested, as a means of 
overcoming such obstacles. Other 
possibilities included lower living 
costs, job security, counter-offer to 
pension rights and other fringe bene- 
fits, superior community life, assist- 
ance in establishing a new home, 
definite plan for further executive de- 
velopment, and a clear line of progress 
toward a top position. 

All told, 15 executive development 
conferences were held, at least one in 
each Federal Reserve District, and 
there were 340 top management par- 
ticipants. In a follow-up mailing, each 
conferee received a statistical sum- 
mary of the results of a management 
succession questionnaire filled out at 
the meeting, a detailed outline of the 
topics covered at the discussion ses- 
sions, a folder describing various 
A.B.A. aids to bank personnel admin- 
istration, and a comprehensive listing 
of other aids to development from out- 
side the bank. 

Meanwhile, work is progressing on 
the forthcoming manual, which will 
incorporate much of the material dis- 
cussed at the 15 conferences. 

For banks of almost every size it 
should be worth watching for, as a 
tangible guide to the systematic, well- 
rounded development of tomorrow’s 
banking leaders. 
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INSTALLMENT 
CREDIT 


CONTINUED FROM PAGE 37 


aspects of banking. Consumer credit 
has the advantage for test purposes 
of reaching out to every segment of 
the public. We had installed such a 
department several years ago, and had 
been operating it along what we ac- 
cepted as progressive lines. We had 
built it up to a total of $2,500,000 out- 
standings. It thus had a good start. 
But we suspected we might be able to 
give it a good deal more momentum 
by applying some of the ideas we have 
been discussing here. 

As we re-examined our installment 
credit department in the light of our 
more recent thinking, we were forced 
to admit that it typified many of the 
faults we had been finding in bank- 
ing’s general approach to merchan- 
dising financial service. To be sure, 
we were doing an active job of ad- 
vertising personal loans, automobile 
loans, and the assorted other kinds of 
credit that we offer in the department. 
But on the other hand, we had pur- 
posely housed the department on the 
second floor of our building, princi- 
pally because of the public’s early 
aversion to be seen borrowing on time 
payments, an attitude that has now 
evaporated. There was _ practically 
nothing prominently in sight to re- 
mind the passerby that he could bor- 
row money from us and pay it back 
on convenient terms. The sole excep- 
tion was the occasional window dis- 
play accorded to the department in 
our regular allotment of space to vari- 
ous banking activities. We doubt, how- 
ever, if these window displays ever 
actually propelled a pedestrian up- 
stairs to apply for a loan. 


UR collection loss ratio in the de- 
partment was discouragingly low. 
It was evident that we must be turn- 
ing down—or failing to attract—many 
desirable loan applications. It was a 
simple matter of arithmetic to calcu- 
late that it is more profitable to lose x 
dollars in bad debts than to fail to 
earn 10x dollars in interest. Yet that 
was rather plainly what we were do- 
ing. Here was a prime instance of 
letting our tradition of all-out con- 
servatism stand in the way of profits 
while hampering our professed inten- 
tion to merchandise our credit to the 
public. 

From time to time we detected 
strong evidence that our advertising 
and other efforts aimed at the public 
were not quite convincing folks we 
were really eager to do an open-handed 
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loaning job. More than once I had 
buttonholed some lifelong friend and 
established customer and said, in 
effect, “Hey, what’s going on here? 
Our report from the county recorder’s 
office shows you made an installment 
loan of $3,000 for a whole new set of 
household appliances and placed it 
with another outfit in the finance busi- 
ness. What’s wrong with our bank for 
your business?” 

The answer was almost always the 
same. “Well, Fred, that looked to me 
like a little heavier than you might 
want to go, and so I went over to the 
other place. Of course it won’t make 
a bit of difference in our banking con- 
nection with you. You will still have 
our business, naturally.” 

The upshot of several months’ think- 
ing about the problem was a decision 
to go “whole hog” into merchandising 
to the public. We would start in the 
installment loan department, for ob- 
vious reasons. However, we would 
consider this strictly a test operation. 
If it works, then we can decide how 
we may be able to apply the same 
philosophy to our other bank services. 

In kicking the idea around we de- 
cided that consumer credit should be 
brought downstairs from the com- 
parative oblivion of the second floor 
and set up where the general public 
could actually see it. Such a move 
posed a problem, however. We had no 
space to spare in our banking room, 
and even more certainly the great bulk 
of people we wanted to reach never 
get inside the banking room where 
they could see it. 


T happened that we owned a 21- 
foot store building which adjoined 


' our bank. This space, on one of the best 


retail streets in town, was occupied by 
two shops that depend on traffic: a ho- 


_ siery shop and a cotton dress shop. It 
| was ideal for an all-out effort to bring 








our installment loan department to 
public attention. So we took a deep 
breath, swallowed hard, and termi- 
nated their leases. 

There followed months of planning 
and rebuilding. As this is written, the 


| new space has been in use for just a 
| few weeks, but already we have ample 


evidence that things are working out 
as we had planned. 

The store front of the new depart- 
ment is practically solid glass, doors 
and all, to give an unobstructed view 
of the interior from the street. The 
forward space, 21 feet wide by 30 feet 
deep, is solely for display of big ticket 
merchandise carried by local dealers 
and distributors. The new department 
was opened just at the time new auto- 
mobile models were being presented 
and the first three occupants of the 
display space, a week apiece, were 
automobile dealers who are our bank 
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customers. In future weeks we expect 
to have on display here all manner of 
products, ranging from electric appli- 
ances through ready-cut garages and 
modern kitchens. 

The space was designed to accommo- 
date just about any kind of merchan- 
dise that we shall conceivably allot it 
to. There are wall plates for connec- 
tions to 110-volt and 220-volt current, 
to television antennae, and to a tele- 
phone line. There are water and gas 
outlets, floor drains and sewer connec- 
tions. One wall is covered with peg 
board so that practically anything can 
be hung there. The display space is 
separable from the rest of the room, 
to the rear, by a folding plastic parti- 
tion that can be drawn out and locked 
from inside the bank. Thus, the owner 
of the display can have his salesman 
on duty there showing his wares even 
after the bank is closed. 


HE car dealers have kept men 

on duty until late evening, and 
have turned up some likely prospects. 
Several cars were sold to prospects 
attracted by the displays. In our city, 
as in most places, many automobile 
and appliance dealers are situated 
some distance from the main business 
district, and having a downtown dis- 
play on a busy street for even one week 
is a really valuable sales tool for them. 
We make no charge for the space, and 
exact no agreements about financing. 
It seems probable that a merchant who 
has shown his products here for a week 
will be inclined to give us at least an 
even break on any financing which 
may develop. 

Just behind the merchandise display 
space is the installment loan depart- 
ment, in equally plain sight of every 
passerby. The entire room is brightly 
lighted with recessed fluorescent fix- 
tures. These fixtures are of a new type 
which provide higher intensity light- 
ing than prevails in most retail stores. 
The counter is 24 feet long, and be- 
hind it are small offices for the depart- 
ment manager and the assistant man- 
ager, with a doorway leading to the 
main banking room. This doorway 
also has a folding plastic door so that 
the installment loan department can 
operate during hours when the rest of 
the bank is closed to the public. 

Still farther back is a series of three 
interview rooms, partitioned apart but 
open at one side. The partitions are 
hinged to the wall and the furniture is 
of lightweight metal. All of this con- 
stitutes provision for bringing large 
display material into the room. A door 
at the rear opens into an areaway lead- 
ing to an alley, and when the parti- 
tions are folded back and the furniture 
pushed aside, it would be possible to 
move in through the passageway prac- 
tically anything that could conceivably 
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be displayed in the street-front space. 
Automobiles are easy, as we have al- 
ready proved, and we are looking 
ahead to the time when we may invite 
a dealer in power cruisers. 

By narrowing down the combination 
passageway-interviewing space, we got 
as a byproduct an area sufficiently 
large, an addition to our vault, to ac- 
commodate 1,000 badly needed safe 
deposit boxes. The doorway into the 
banking room from the installment 
loan department leads the customer 
past the safe deposit department, and 
also past the savings department. On 
the first day the new department was 
open, a factory employee came in to 
have a look, ended up by borrowing 
$300, opened a pay-as-you-go checking 
account, and rented a $5 safe deposit 
box. When this transaction was re- 
ported, all of us leaned back in our 
chairs and shed some of our nervous 
tension. This new customer proved 
what we had been betting on, that re- 
tail store principles of display and 
traffic reuting would sell our services 
just as effectively as they long have 
sold handbags and facial tissue. Since 
then, several multiple transactions of 
similar type have proved that the first 
one was not merely an accident. 

Bookkeeping and all records and 
other routines of installment credit 
are handled in space directly beneath 
the street floor department. The two 
levels are served by a small passenger 
elevator that also accommodates the 
vault trucks, and by a dumb waiter 
that moves papers back and forth 
quickly. 


S was stated early in this article, 
we have no illusion that we have 
solved the problem of merchandising 
credit. We think we have made some 
worthwhile progress toward evolving 
a valid philosophy, and we feel as sure 
as is possible at this early stage that 
our new installment credit department 
is a good start in putting this philoso- 
phy to work in our bank. 

In the weeks since the department 
was opened with a public reception, 
individual gifts, door prizes, and con- 
comitant fanfare, we have welcomed 
as visitors a good many bankers from 
a radius of a few hundred miles. 
Some of them have been delighted 
with it, others have reserved judgment 
until we can report a few years’ expe- 
rience complete with dollars and cents 
statistics. A few, mostly among the 
elderly, have had difficulty in conceal- 
ing their sentiments of shock. 

The comment that we liked best 
came from an old and valued friend 
who looked the department over, took 
a few notes, and then made a sugges- 
tion. Said he, “I suppose you fellows 
have your plans all ready for opening 
a branch bank on the first space plat- 
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form that the interplanetary boys set 
up to circle Earth!” 

We had to tell him we are not quite 
that far along. But it might not be 
such a bad idea, after all. 


HAZARD IN 
MORTGAGE TERMS 


CONTINUED FROM PAGE 42 


The terms of the loan should be selec- 


ted by the lender so that the loan will | 


amortize at a rate rapid enough to 
provide repayment of principal ahead 
of depreciation. 

Before any attempt can be made 
to study the effects of the relationship 
between amortization and deprecia- 
tion, it is necessary for statistical 
purposes to make certain assumptions 
on the economic life of a residence and 
its future depreciated value. 

The first assumption is that the 
average residence, receiving only ordi- 
nary maintenance without any major 
replacements or modernization, would 
have an economic life of 50 years. 





This is accepted by several writers | 


of real estate texts, and is the result 
of the study by the National Associa- 
tion of Real Estate Boards, prepared 
for the purpose of assisting the U.S. 


Internal Revenue in fixing proper | 


charge-offs for depreciation for in- 
come tax purposes on those residences 
used as rental property. 

The second assumption is that the 
rate of depreciation on a building with 
a 50-year life would be 2 per cent 
per year on a straight line basis. This 
takes into account the fact that depre- 
ciation should allow for not only physi- 
cal depreciation but also functional 
obsolescence, economic obsolescence, 
and downward market fluctuations. 

Some of the best real estate apprais- 
ers in the United States were con- 
sulted for their opinions regarding 
the assumptions made in using a 
straight line depreciation rate of 2 


per cent in projecting the future | 


values of frame residential properties. 
Many interesting comments were re- 
ceived, and it was generally agreed 
that one depreciation rate could not 
be applied for appraisal purposes to all 
areas of the country. The reasoning 
behind this valid assumption was pri- 


marily that since the building codes | 


and construction practices in small 
communities and outlying building 
areas vary greatly with those of the 
large cities, the quality and future 
value of residential construction would 
vary greatly even from neighborhood 
to neighborhood. Although some of 
the appraisers were of the opinion 


March, 1955 








**Brandt"’ and ‘‘Cashier** 


‘moval. 9g) = meee: Hs 
DRA r Com sonTeR AND COUNTER 
: ‘Mates ‘driven, Sorts and cous” 
mixed coins, pennies to half 
dollars, inclusive. Features new . 
“quick take-apart” construction 
permitting quick, easy access to 
“many of the working parts, 


x 


The improved service you can offer following 
the installation of a BRANDT COIN SORTING 
AND COUNTING MACHINE will make a real 
hit with customers, The speed and accuracy of 
this machine means a shorter wait by customers 
while coins, brought to your association for 
deposit, are being mechanically sorted and 
counted, 


You will like not only the BRANDT COIN SORT- 
ING AND COUNTING MACHINE but also its 
companion machine the BRANDT COIN 
COUNTER AND PACKAGER because of the 
vast amount of time it saves and accuracy it 
assures in the counting and packaging of coins. 


Both machines will return the amount invested 
in them in a surprisingly short period of time. 


MODEL CHM 
BRANDT COIN Payal AND PACKAGER 


registered United States Patent Office and Canadian Trade Marks Office 






91 





that 2 per cent a year depreciation on 
a straight line basis for statistical 
purposes was a bit high, there were 
others who thought that with today’s 
housing prices artificially supported 
to some extent by the F.H.A. and 
V.A., the 2 per cent a year would not 


take care of the impact that obsoles- 
cence will have upon the market value 
of the property when we reach a 
period where there is a balance be- 
tween the supply of and the demand 
for housing. 

Even those appraisers who thought 
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that 2 per cent a year depreciation for 
residential property was high were 
inclined to agree that, based on their 
experience and observation, the real- 
istic depreciation figure was no lower 
than 1% per cent a year and more 
than likely was somewhere between 
the 1% per cent and 2 per cent figure. 

In Section 1017 (2) of the F. H. A. 
Underwriters Manual, it is suggested 
that the rate of physical depreciation 
and functional obsolescence is ex- 
tremely low in the early life of a resi- 
dence and increases at a faster rate 
as the building grows older. However, 
in this analysis no consideration is 
given to downward market fluctuations 
which are a great threat to the lender 
during the earlier years of a loan 
when the equity of the borrower is 
at its smallest. Since the main ob- 
jective of the F. H. A. is to provide 
the lender with insurance to collec- 
tivize economic or social risks, there 
may be some justification for the 
elimination of these risks from the 
F. H. A.8 analysis of the long term 
effect of depreciation to the loan value 
ratio. 

While the conventional lender can 
also to some extent collectivize eco- 
nomic and social risks by diversifica- 
tion of loan portfolio both as to type 
of security as well as ratio of loan to 
value, this diversification would be 
greatly decreased if the conventional 
lender, to meet competition, was re- 
quired to forego the principles of 
sound mortgage lending and write 


| almost all mortgages for 30-year ma- 


| turities with little or no downpay- 









ments. In time of economic stress, the 
conventional lender would be able to 
absorb losses only to the extent of his 
reserve strength, whereas the F. H. A. 
could, if necessary, rely on the U. S. 
Treasury for financial assistance to 
meet losses, and the V. A. without 
exception pays its losses out of money 
appropriated by Congress from the 
U. S. Treasury. 


HIS points up an important func- 
tion of amortization to the con- 
ventional lender, of protecting that 
margin between the mortgage debt 
and the depreciated value of the prop- 
erty which was considered as being 
necessary at the time the loan was 
made, to allow for economic or social 
risks during the early life of the loan. 
Because percentage of downpay- 
ment and term of loan are the most 
important factors in determining the 
rate of amortization, indiscriminately 
decreasing the percentage of down- 
payment, increasing the term of the 
loan, or a combination of both, could 
cause situations in which during the 
first few years the amortization of the 
loan would be less than typical de- 
preciation of the property, and the 
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margin of protection could shrink out 
of sight in some adverse situations. 

To show what effect the amount of 
downpayment and term of the loan 
have on the relationship between 
amortization and depreciation, Charts 
1 through 4 show various loan terms 
and percentages of downpayments as 
related to a 2 per cent straight line 
depreciation. Charts 5 and 6 use the 
same loan terms and percentage of 
downpayments as shown in Charts 1 
and 2, but these terms are related to 
a 1% per cent straight line deprecia- 
tion. 


T is interesting to note in Chart 1, 
which shows amortization of a 

loan on which a 10 per cent downpay- 
ment has been made, that the loan 
balance on a 30-year maturity does 
not get ahead of the 2 per cent de- 
preciation on the building until the 
9th year, and then not substantially 
ahead until the 14th or 15th year. On 
the other hand, a 25-year maturity 
stays ahead of the 2 per cent deprecia- 
tion throughout the life of the loan. 

Chart 2 shows the amortization of 
a mortgage loan with no downpay- 
ment. The amortized loan balance on 
a 30-year maturity does not decline 
faster than the 2 per cent depreciation 
until the end of the 9th year. The 10 
per cent cushion, which is provided 
for in Chart 1 immediately by the 
downpayment, is not realized until the 
end of the 16th year. A 25-year ma- 
turity, while slightly ahead of the 
estimated depreciation during the 
entire term, does not provide the 10 
per cent cushion, which is considered 
to be important in allowing for eco- 
nomic fluctuation, until between the 
10th and 11th year. 

Chart 3 shows the amortization of 
the 30-year, no downpayment, 414 per 
cent G. I. loan. The loan balance does 
not start to outrun the depreciation 
until the end of the 6th year and the 
10 per cent cushion is not provided 
until somewhere between the 15th and 
16th year. 

Chart 4 shows the amortization of 
a mortgage loan using a downpay- 
ment of 30 per cent, which is the 
amount generally required by many 
conventional lenders. This chart indi- 
cates that loans with a 30 per cent 
downpayment effectively offset the in- 
creased term of loan by providing a 
margin of safety which will allow the 
making of long term loans of 25 and 
30 years. Experience has also shown 
that an adequate reserve is provided 
to meet depreciation and the dips that 
occur in the real estate or business 
cycle. The borrower has a substantial 
equity in the property which will give 
him a pride of ownerdship and also, 
since he has an amortized loan balance 
which is at all times well below the 
depreciated value of the property, he 
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is not apt to consider abandonment 
of the property if there should be a 
sudden or temporary decline in the 
market value. 

In Chart 5, as in Chart 1, the amor- 
tization of a loan with a 25-year 
maturity and 10 per cent downpay- 
ment stays well ahead of the deprecia- 
tion throughout the life of the loan. 
The amortization of the 30-year loan 
does not provide a substantial margin 
over the depreciated value of the 
building until somewhere between the 
8th and 9th year. 

Chart 6 indicates that while the 
amortization of both the 30-year term 
and 25-year term is slightly ahead of 
the depreciation through the life of 
the loan, the 10 per cent cushion to 
absorb economic fluctuations is not 
realized until the end of the 13th year 
for the 30-year term, and the end of 
the eighth year for the 25-year term. 


HESE charts indicate the relation- 

ship between amortization and 
depreciation. They show that during 
the early years of the loan when the 
risk of loss from economic fluctuations 
is greatest, there is very little dif- 
ference whether the rate of deprecia- 
tion of the building is considered to 
be 11% per cent or 2 per cent a year. 
In either case, the smallness of the 
amortization in the early years of the 
25 and 30-year loans is very striking, 
and as the terms of the loans are 
lengthened the downpayment becomes 
increasingly important as a cushion 
to cover the unpredictable economic 
risks of the trustee-lender during 
these early years. 

Government insured loans, as a re- 
sult of the continual relaxing of mort- 
gage terms and the wide range of 
publicity, have been playing an in- 
creasingly active role in the total num- 
ber of mortgages made to finance 
residential property. They are be- 
coming a permanent part of our home 
financing structure and the competi- 
tion of these loans will be noticed more 
and more by the conventional lender 
as homes become harder to sell. Build- 
ers and brokers will increase their 
demands for longer term, higher per- 
centage loans in an effort to stimulate 
sales and maintain the rapid turnover 
of homes which they have been accus- 
tomed to in the postwar scarcity 
period since 1946. 

As these demands become more 
pressing the conventional lender will 
have to reappraise his lending policies, 
keeping in mind the greater risks 
being assumed as he liberalizes these 
policies. While the direct risk of lend- 
ing, assumed by the private lender, 
could be reduced by making only 
Government guaranteed loans, most 
private lenders would rather maintain 
the standards of sound lending prac- 











tices and meet this competition while 
surviving as a private enterprise and 
avoiding complete control of their in- 
vestment terms and net income by the 
government. 

I have no reason to believe that 
those guiding the F. H. A. and G. I. 
programs are omniscient, or have the 
right to impose taxes on this and 
future generations to meet potential 
losses that may come about through 
lax or unwise lending policies, any 
more than the private or conventional 
lender has the right to jeopardize the 
savings of thrifty citizens to meet 
such losses. 

Here then are the dangers in the 
relaxed housing laws, and the con- 
tinued demand for ever more relax- 
ation: Unsound Government-backed 
loans are socialistic in nature because 
they can be made only by using all of 
the taxpayers as guarantors to meet 
potential losses. The closer you go 
towards no downpayment loans, the 
more you injure the thrift habits of 
the courftry by virtue of making avail- 
able homeownership to any one who 
has a job. Certain principles of sound 
lending practices just should not be 
abandoned; for example, the principles 
of reasonable downvayments or equi- 
ties by purchasers, and amortization 
that keeps ahead of depreciation. 

It is obvious from what has been 
said before that the area of danger is 
largely in the early years of the loan. 
There must be equity during these 
early years to compensate for the un- 
predictable. Sufficiently large equity 
would allow longer term loans. With- 
out equity to provide the lender with 
the cushion to cover these early risks, 
the potential for loss is too great in 
long term no downpayment loans, not 
only from the risks of physical de- 
preciation and economic obsolescence, 
but also from the fluctuations in values 
due to supply in houses and other 
economic factors. 


F it was not for these last risks, the 
relaxation of lending terms to 30 

or 40 years might be safely embraced 
by every lender whether private or 
otherwise, for in an ever-expanding 
economy with no downward fluctua- 
tions the value of the property would 
always be more than the amortization 
of the loan. 

However, since there will always be 
downward fluctuations in our econ- 
omy, it will behoove all lenders to 
carefully appraise the terms of mort- 
gage lending for all loans and com- 
pensate for risks by a larger down- 
payment as the terms of the loan are 
extended. 

If conventional lending is to play a 
large role in the steady expansion of 
home ownership, then effective meth- 
ods must be found to reverse the trend 
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toward government risktaking and 
control of the home financing field. 
However, the methods used must take 
into account all the risks of mortgage 
lending, and set rates and terms for 
loans which maintain a proper rela- 
tionship between amortization and 
depreciation. 


HILE there are many angles to 

this problem, three broad ap- 
proaches are, I think, important to 
consider : 

1. The first approach would be to 
obtain state and Federal legislation to 
liberalize the terms of the conventional 
loan so as to keep them safe but more 
competitive with the F. H. A. and G. I. 
loans. By doing this, a broader base 
for homeownership in the lower in- 
come group would be provided, and it 
would be possible for more young 
people to purchase a home using the 
advantages of the conventional loan. 
Indicative as to how far the terms of 
the conventional loan could be liberal- 
ized, Chart 1 shows that a 25-year 
loan with a 10 per cent downpayment 
will amortize faster than the esti- 
mated depreciation of the home. The 
downpayment will provide the lender 
with some cushion necessary to absorb 
any losses that might be incurred be- 
cause -of the unpredictable risks dur- 
ing the early years of the loan while 
also providing an equity incentive for 
the family to want to hold on to the 
home regardless of changes in the 
business cycle. 

2. A second approach to reverse this 
trend toward socialization is for the 
conventional lender, whether or not 
armed with a competitive weapon in 
the 10 per cent downpayment 25-year 
loan, to sell the borrower on the ad- 
vantages of the conventional loan over 
the government guaranteed loan. Two 
advantages which could be stressed 
in selling the borrower on the shorter 
term conventional loan are the savings 
during the life of the loan in interest 
costs, and the speed in disbursing the 
funds. For example, a borrower would 
save $1,698 in interest costs by bor- 
rowing $10,000 at 5 per cent for 20 
years instead of 25 years, while the 
difference in monthly payments would 
only be $7.54 a month. Conventional 
loans are usually disbursed in a short 
period of time, while delays of one to 
three months are often experienced 
in obtaining a F. H. A. and V. A. loan 
disbursal. 

I believe that these two points, if 
stressed to the borrower, could be 
very important in selling the con- 
ventional loan over the guaranteed 
loan. 

Some recent articles have stressed 
the advantages of the conventional 
loan over the guaranteed loan for both 
the borrower and lender, and I would 
like to state in a little more detail some 
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of the more important factors that 
can be used in promoting the conven- 
tional loan. 

Some advantages in the borrower’s 
favor are rapid processing and pay- 
outs of the loan thus allowing for im- 
mediate transfer of the property, flex- 
ibility of modification agreements, 
prepayment privileges, grace-periods, 
a package mortgage, and the con- 
tinuing interest the conventional 
lender has in helping the borrower 
obtain a debt-free home. 

Some of the advantages to the lend- 
ing institution making conventional 


loans are lower origination costs par- 
ticularly on existing houses because 
of less paper work, speed in processing 
the loan and putting the funds to 
work, flexibility of interest rates as 
the money market fluctuates, charging 
of an interest rate commensurate with 
the risks assumed, and receiving the 
full monthly interest charges as in- 
come without remitting a portion to 
F. H. A. as insurance premiums. 

A third approach to the problem 
could be the use of self-insurance or 
private insurance to collectivize ex- 
ceptional risks. 
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Self-insurance could be considered 
by lending institutions with large re- 
serves, by regarding a portion of their 
reserves as a rotating contingency 
fund to insure the additional risks 
of making a number of long-term low 
downpayment loans. Risks assumed by 
the lending institution over the normal 
lending risks would be insured by this 
contingency fund. By doing this, the 
additional risks of a large number of 
loans could be insured by a relatively 
small fund, which would have a rapid 
turnover. The lending institution 
would then be able to help many young 
families obtain homes who would 
otherwise resort to F. H. A. financing. 
They should pay for this with an ad- 
ditional 44, or % per cent rate. 


HE use of mortgage insurance pro- 

vided by private insurance com- 
panies could be another possibility. 
This approach has been followed in 
England with some success, and was 
tried not too successfully in America 
to insure, mortgage bonds prior to the 
depression years of the 1930’s. While 
this method of collectivizing risks 
would permit the lending institutions 
more freedom in their operations than 
the F. H. A. program, it would still 
have many of the problems present un- 
der the F. H. A. system. With risks of 
lending insured, many lending insti- 
tutions will become lax in their lend- 
ing policies unless some method was 
provided of giving a rebate every 15 
or 20 years to those lending institu- 
tions with exceptionally good risks. 
F. H. A. Title I and 608 loans proved 
laxness of lenders under insured plan. 

Of these two means of collectivizing 
risks, I would be more inclined to 
favor the self-insurance plans since 
they provide that the risks of lending 
are to be evaluated by and remain 
with the lender. 

If a combination of these various 
approaches was adopted, I feel sure 
that any competition provided by the 
guaranteed loan could be successfully 
overcome by the use of the conven- 
tional Joan. 

Enough has been said to demon- 
strate that the risks of mortgage lend- 
ing as they effect the amortization of 
the loan in relation to the depreciation 
of the property must be foremost in 
our thoughts as we consider the longer 
term low downpayment loans. 


During the past 15 years the con- 
ventional lender as well as the Fed- 
eral Housing Administration has 
been faced with little or no losses, as 
inflationary forces and post-war scar- 
city have been pushing up both the 
selling prices of single family resi- 
dences and the construction costs of 
new homes. Under these conditions 
the lender has little concern, for as 
the inflationary trend goes upward the 
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safety margin of the loan becomes 
greater. However, the safety margin 
becomes of great concern to the lender 
when the real estate inflationary trend 
starts downward as it did in 1929 and 
during the 1930’s, or the lender has 
not provided a cushion to absorb a 
decline in the market value of resi- 
dential property such as might be 
brought about by an oversupply of 
houses. A situation could very easily 
arise where the borrower, having very 
little equity in the property, finds that 
the market value of the home is less 
than the amount of the mortgage. If, 
at the same time, he also found that 
he could rent an apartment for less 
than his monthly payments on the 
home, some would probably walk out 
and consider the past payments made 
on the home as rent. 

Obviously, the government is not 
in any better position to safely assume 
these unpredictable risks due to fluc- 
tuations in the business cycle or over- 
supply of houses than the conventional 
lender. If there are going to be losses, 
they will occur regardless of whether 
the loans are made by the conventional 
lender or guaranteed by the F. H. A. 
If these loans are guaranteed by the 
F. H. A. without regard for the stand- 
ards of sound lending practices and 
losses-occur, then the F. H. A. will 
have to make good on any losses from 
the F. H. A. Reserve Fund and U. S. 
Treasury, and indirectly every tax- 
payer may stand part of the loss. The 
lending institution making the guar- 
anteed loan also stands to suffer losses 
because of the long delays of fore- 
closures and redemption, as well as 
possible additional losses due to down- 
ward changes that might occur in the 
market price on government bonds 
accepted in settlement. 


F the conventional lenders are to 
continue to successfully meet gov- 

ernmental competition and maintain 
their lending activity on a level con- 
sistent with their responsibilities as 
trustees of savings funds, I believe 
that it would behoove them to strive 
and work insistently for: 

1. Model foreclosure laws in those 
states where the costs and redemption 
periods are excessive. This would tend 
to reduce the dollar amount of losses 
suffered by lenders in those states as 
a result of foreclosures. 

2. Federal and state legislation giv- 
ing conventional lenders authority to 
make loans with 10 per cent down- 
payments and 25-year terms. Charts 
1 and 4 indicate that these loans would 
amortize faster than the depreciation 
of the property while providing the 
cushion necessary for lenders to ab- 
sorb losses that may arise due to 
economic fluctuations. However, I feel 
that these relaxed terms should be 
carefully used by the conventional 
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lender, perhaps only on the smaller 
homes and limited to good locations. 

While liberalizing the mortgage 
terms would allow the conventional 
lender to successfuly meet govern- 
mental competition, I firmly believe 
that the bulk of the conventional loans 
on existing property as well as on new 
homes could still be made on the ex- 
isting terms of larger downpayments 
and shorter terms. 

This study clearly convinces the 
writer that neither government agen- 
cies nor private lenders should guar- 
antee, insure or make long term amor- 
tized loans for a period beyond 25 


years, and that under no ordinary con- 
ditions should the downpayment be 


‘ less than 10 per cent in cash or its 


clear equivalent. 

I believe such loans would be rea- 
sonably secured as long as they were . 
on the small and modest home, well 
located and carefully appraised by 
men experienced in appraising the 
community as well as the physical 
structure. They could be made with 
reasonable safety by conventional 
lenders, as well as by lenders who 
look to a government agency to absorb 
losses. 

If they cannot be made with reason- 
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able safety, they should not be made 
by conventional lenders nor should 
they be insured or guaranteed by the 
government agency, although there 
are some social or public policy situa- 
tions in which it is proper to consider 
some departure from the suggested 
minimum 10 per cent downpayment. 
However, only two applicable situa- 
tions occur to me. 

First, special consideration should 
be given the returning G. I.s of char- 
acter, income and economic prospects. 
Unfortunately, this proper objective 
has been exploited mainly by operative 
builders thinking only of making big 
profits quickly off the veterans. They 
have put thousands of families in 
houses, through transactions that will 
be great disappointments to the buy- 
ers and will be complicated and costly 
to the Veterans Administration. 

The second broad situation that 
might justify less than a 10 per cent 
downpayment and possibly more than 
the 25 year requirement, is where the 
public interest will be served by credit 
being made available in clearly de- 
clining or conservation districts where 
the prospects are such that private 
and conventional credit cannot be 


made available because of rather cer- 
tain substantial losses, unless the com- 
munity leaders extend credit to sub- 
stantially change the trend of the 
area. 

Certainly, government agencies and 
institutional lenders acting as trustees 
for other peoples’ savings would be 
very unwise if most of their long term 
mortgages were made at the maximum 
terms that I have suggested, but 
which could be safely employed in 
some of their transactions. 


WANT to underscore that, in my 

judgment buttressed by the article 
charts, the 30 year loan should not be 
considered. I think a lender should act 
as a lender and trustee even though 
he has an agency of the government 
to endorse the paper and pick up the 
losses. I further think he has a joint 
responsibility and should function as 
a prudent lender even though he has 
the protection of insurance or guar- 
antees. In the long run, I believe that 
lenders*who do not exercise discre- 
tion, even with guaranteed or insured 
mortgages, will find themselves under 
severe criticism, if not litigation, 
should substantial losses occur. 


CHECK-FILING PLAN 


CONTINUED FROM PAGE 43 
lation and operation of the plan are 
now available, and we will be glad to 
mail them to interested banks upon 
request. 

Effective operation of the system 
require that the following conditions 
exist: 

1. Personal account statements 
must be rendered on a cycled basis 
during the month. 

2. Business and other accounts 
rendered as of the end of the month 
must be segregated from personal 
accounts within the ledger book. 

3. Statements must be prepared for 
all accounts having check activity: 

It is essential that all checks be in 
strict account order before being filed. 
Under our plan, they are filed daily 
by alphabetical groups, instead of 
being filed individually by account. 
Obviously, this is an extremely fast 
operation. The groups of cancelled 
checks correspond exactly, in alpha- 
betical breakdown, to the cycled state- 
ment divisions. 

The file drawer section for each of 
these groups contains guides num- 
bered “1” through “31”; the numbers, 
of course, represent the various days 
of the month. Each day, after the 
checks are posted and perforated, they 


are divided into groups and filed in 
their respective drawer sections under 
the proper chronological guide. 

If a particular statement group is 
rendered as of the 8th of the month, 
the file guide of the 9th is located in 
the front of the drawer. It is followed 
by the 10th through the 31st, then the 
Ist through the 8th. 

The initial step in the statement 
preparation operation is to count the 
number of checks posted to each state- 
ment sheet and enter the total on the 
sheet. Where bookkeeping equipment 
provides an automatic check count, 
this first step is of course eliminated. 

Next, the checks of the particular 
alphabetical group scheduled for state- 
ments that day are removed from the 
file drawer and placed on a compart- 
mented rack, which is part of a 
specially designed table as illustrated 
on page 43. This view shows Miss 
Betty Carbine, a teller at the bank’s 
Willetta Office in Phoenix, quickly and 
easily assembling cancelled checks for 
enclosure with customers’ statements. 
The special rack unit, with 30 open 
pockets arranged in a semi-circle in 
front of the operator, was built by the 
Le Febure Corporation of Cedar 
Rapids, Iowa. When not in use for 
check sorting, the top of the table 
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drops down and it becomes a handy 
work bench. The flexibility of the sys- 
tem is further indicated by the fact 
that Miss Carbine prepares hundreds 
of statements every morning before 
the bank opens. 


ACH day’s checks are placed face 

up in a separate pocket of the rack. 
The pack of checks paid the earliest 
date of the statement cycle is placed 
in the first pocket. In the order of date 
paid, the rest of the packs are succes- 
sively placed in the remaining pockets. 
(Although the entire 30 pockets are 
not required, extras are useful for 
holding . statement insert material). 
Statement sheets are then placed on 
the table in front of the operator. 

Noting the account names on the top 
sheet, the operator pulls the checks 
signed by those persons from the tops 
of the piles in the various pockets, 
starting with the earliest paid checks 
and advancing through the unit in 
date order. 

Having the checks in exact account 
order pays off at this point because 
checks for the first statement being 
processed will be on top of the pack 
for the days on which the account had 
check activity. If there are only a 
few checks on the statement, the 
operator can pull them by reference to 
the dates posted, instead of scanning 
all the pockets on the rack. 

Checks are counted by the operator 
as they are pulled. The total checks 
pulled for an account should agree 
with the number shown on the state- 
ment sheet. Statements and checks are 
then inserted in an envelope, or can 
be stacked for stuffing later. If a check 
is missing, the statement and other 
checks are placed to one side until the 
missing check turns up. 


N the case of accounts rendered 

as of the end of the month, some- 
times the volume of these statements 
requires that work be scheduled over 
a period of several days prior to the 
end of the month. In such case, during 
the days immediately preceding the 
month-end the items on the statement 
sheets may be counted up to date and 
the checks then assembled on the rack 
and banded by account. On statement 
day, the two or three days’ checks 
subsequently paid are added to the 
checks already assembled. No rack is 
needed for this phase of the operation, 
and thus any number of persons can 
assist. 

In addition to the 25-35 per cent 
saving in filing and statement prepa- 
ration time, the plan has several other 
advantages. 

For example, it eliminates the prob- 
lem of misplaced checks. Because the 
checks are not individually handled 
in the filing process, but are filed in 
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alphabetical groups, none turns up 
missing at statement time. 

Splitting the accounts into small 
cycled groups also makes for better, 
easier control. A control sheet can be 
maintained for each group with little 
danger of swapping of controls, since 
the entire operation is based on strict 
alphabetical order of checks. On the 
monthly balance transfer operation, 
the total balances transferred must 
agree with the control sheet and serve 
as a trial balance for that section. 
Since fewer amounts are involved, 
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there is also easier balancing of regu- 
lar trial balances. 

No difficulty has been experienced 
with requests for special statements. 
We pull checks from the file by re- 
ferring to the posting dates listed on 
the statements. Customers wishing to 
see their checks are almost always 
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interested in one particular check, we 
have noted, and it can be located 
easily by amount and posting date. 

Another advantage is an economic 
one. The plan cuts the cost and the 
maintenance expense of the file guides 
by eliminating the individual filing of 
checks. It also results in a saving of 
file space; usually a file drawer is at 
least half full of file guides before a 
check is put in it. 

Direct selection of check by name 
from the sorting rack is an excellent 
audit on forgeries, we have found. 
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One of the best features of the plan, 
of course, is its quick acceptance by 
the staff. No one likes to file checks. 
When an alternative system like ours 
is offered, the bank can always count 
on the fullest cooperation of its em- 
ployees so far as their adapting them- 
selves to the new plan is concerned. 

With cycled statements eliminating 
“statement nights,” and adoption of 
a plan that greatly simplifies check 
filing, it is obvious that the bank will 
have not only a more efficient opera- 
tion, but also a more contented staff. 
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OPEN MARKET “OPERATIONS 


CONTINUED FROM PAGE 39 
all times gets the most intimate de- 
tails of its dealers’ operations; a 
dealer wouldn’t long stay “recognized” 
if he ever refused to disclose every- 
thing. 

Frequently in any given week open 
market transactions are confined to 
letting Reserve-held Treasury bills 
run off, or to replacing them in whole 
or in part through direct bids by the 
Federal for newly issued bills. Even 
when Treasury bills are being bid for, 
once a week, the open market trading 
group in the Federal gets from its 
dealers a good idea of the average 
rate to be bid, checks the figure to 
make sure later in the same day, and 
then uses it for the Reserve system’s 
own guidance in bidding for the bills 
for its own portfolio replacements. In 
short everything that is done is the 
acme of perfect control, except in some 
of the Reserve’s own estimates of 
prospective money market trends and 
needs, which often go haywire—not 
always because of Reserve bank calcu- 
lations. 

So, through its sensitive listening 
and trading group, the New York 
Federal Reserve Bank knows all, sees 
all, hears all and acts accordingly. It 
must be borne in mind that only 
through its open market operations, 
undertaken for the whole country, does 
the Reserve system take the initiative 
in influencing the supply of funds at 
any given time. Discount operations 
are always at the initiative of mem- 
ber banks; and changes in reserve 
requirements, which are across the 
board changes in the rules of the 
game, are infrequently resorted to 
and, in effect, merely make a given 
amount of bank reserves do more or 
less work. Through open market 
operations member banks gain or lose 
reserves the following day, through 
credit or debit to reserve accounts. 
When the Reserve system takes over 


securities from dealers under repur- 
chase agreements it pays cash in Re- 
serve funds at once, for the purpose 
is to give instant relief to dealers who 
are experiencing a money stringency. 

While the outlook does not suggest 
really impressive volume in the way 
of 1955 Open Market Account opera- 
tions, dealings will continue in hun- 
dreds of millions and in billions. No 
spiders ever will spin cobwebs over 
the trading group on the ninth floor 
of 33 Liberty Street. There will al- 
ways be maturities of some of those 
$25 billion of Reserve held securities 
to replace or to let run off without 
replacement. There will always be 
seasonal movements of currency and 
credit to bulwark or to offset. There 
will always be gold movements inter- 
nationally that will figure in the na- 
tion’s money supply. Also, there will 
for many years be Treasury opera- 
tions over which the Reserve system 
will have to have a watchful eye. 
There might even be unseemly breaks 
in Government bond prices which 
would come within the definition of 
“disorderly” conditions that would 
have to be remedied. 


UTURE historians will no doubt 

be concerned over whether open 
market operations have conduced to 
a Government securities market of 
“breadth, depth and resiliency.” At the 
current stage of our financial history 
it would be safe to assume that some 
day the Government securities market 
would have those three desirable 
attributes, but it doesn’t have them 
now. The country will first have to 
grow up to the monumental debt 
created in World War II, or the debt 
will have to be reduced, and out of 
taxes. In the meantime what the little 
group of open market traders do, or 
what they don’t do, will be of potent 
influence in controlling market trends 
and the nation’s money supply. 


Burroughs Clearing House 
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- Bankers agree that new quarters 
a- increase business when they are 
- designed for customer convenience 
e. . . . 
cs and operational efficiency. 
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of Our services are as complete 
id as your needs require. 

Your inquiry will receive 
bt a prompt response without obligation. 
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PITTSBURGH 22 ¢ 1302 CLARK BLOG. 
LOS ANGELES 17 © 727 W. 7TH STREET 


















At the Continental Bank, Continental, Ohio 


ETTL Bank Pianning 
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No matter how small or how large your institution, you and your customers 
are entitled to the most attractive, easy-working areas that bank planning experi- 


ence and ability can assure. The Continental Bank interior shown above is 
typical of the efficient design created by ETTL within definite space limitations. 





Whether you wish to change from the old to the new ... or whether you 
wish to develop a new structure employing every modern thought in bank 
planning .. . ETTL can help you! 

We invite you to send the coupon below. 


THE ETTL FURNITURE & MANUFACTURING COMPANY © Bank Designers and Builders for 54 years 
1921 NORTH 12th STREET, TOLEDO 2, OHIO © DETROIT SALES OFFICE: 1408 BRODERICK TOWER 


The ETTL Furniture & Mfg. Co. 
1921 No. 12th St., Toledo 2, Ohio 


Without any obligation on our part please 
contact us further concerning your facilities. 





